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Self-Sales Merchandiser sells 
pencils faster — takes less space! 


Order your lwin Pack oispla Vs lod y! 
ADBERIARD FABER 32 





A perfect record of all money ee 
transactions, Gibson prestige G 
business forms are lithographed on 
fine bond. Some available with \ 


dealer’s imprint on individual 


a eae 


forms and die stamped on cover in 






quantity orders. In demand 
with discriminating customers 


everywhere. 


PUBLISHERS * NORWALK, CONNECTICUT 
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BILL AND DAY BOOKS 
COUNTER CHECKS 


GIFT AND ARCHITECT 
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TRADE ACCEPTANCES 


WARRANTS FOR ORDER 
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5 benefit your sales volume, 


I hope that when you have finished 
this issue you will feel that we have 
achieved our purpose. With such a 
large increase of direct mail adver- 
tising, we felt that you would like 
to know how it is affecting the sta- 
tioner and office equipment dealer. 
Facts and figures of our research on 
this subject have been compiled into 
the article “Direct Mail and You” on 


page 22. 


The article was developed to show 
what was being done by fellow dealers 
and should answer the questions con- 
cerning this media. 


We have initiated in this issue, the 
first of a new series on display pre- 
pared under the direction of C. Arnold 
Garlson. ‘‘Mass Display Without Clut- 
ter,” page 20 shows how it is pos- 
sible to build an attractive window 
with many smaller items. Future ar- 
ticles will discuss the many facets of 


display. 


Our only measure of the success 


of this series will be in the letters. 


we receive from you. Any comments 
on the value of this series to your 


display advertising will be appreciated. i 


F Harold Shively and I attended our 
first NOMDA convention in July at 


Houston, Texas. The National Office 
Machine Dealers really did it up fine. 
Congratulations to retiring ptesident 
David Silvers and executive secretary 
Harold Mann for a fine convention. 
(Review and pictures on Page 28.) 
Best wishes to president D. L. Keeney, 
Jt. for continued success. 


BA Xdwde 
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nobody else has them... 


Valland-tines/ 


what are they? 


They're strikingly-fresh, smart new 
Valentine cards from VOLLAND. 


CUPID can take a vacation! 
As he says: “My job is mostly done— 
with these new VOLLAND-/7/NES.” 
AND LIKE CUPID’S ARROWS, 
every VOLLAND-7/NE goes 
“Straight to the Heart’’—with design, 
message, and thought. That is one 
reason why VOLLAND sales in 1956 
have jumped ONE-THIRD! 

YOUR sales of greeting cards should 
be up, too. Are you getting 
everything VOLLAND can offer you? 


8 RICHARD STREET JOLIET, ILLINOIS 
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Washington, D. C. 
August 15, 1956 


The new social security bill recently signed into law by President 
Eisenhower will raise the payroll tax of stationers by one-fourth of one 
percent to pay for the increased benefits provided. 











Employees will also pay the same amount additional, with both increases 
to take effect next January 1. Employees in the $3,000 bracket who now pay 
$60.00 annually will be paying $67.50. At $3,600, the total yearly payment 
will be $81.00 in place of the present $72.00. For all employees earning 
$4,200 and over, the new rate will be $94.50 instead of the present $84.00. 


Tables to aid the calculations by employers will be mailed later this 
year, as far in advance of the new withholding rates as possible, according 
to information received from the Internal Revenue Service. 


It looks like the economy drive by the Administration is definitely over, 
and Congress is making no effort to cut the Administration budget. 





In the session just concluded, Congress voted a total of $67.3 billion 
for the new fiscal year, a reduction of less than $250 million in the request. 
For the 1956 fiscal year, $60.6 billion was appropriated, while the appropriations 
for 1955 amounted to only $55 billion. 


Even if military manpower is cut in the near future as suggested in 
some military quarters, the fiscal 1958 budget will have to be even higher. 
Defense funds will be increased because the military services are nearing the 
end of a pipeline of funds voted several years ago to take care of heavy 
hardware items which take a long lead-time. 


A drive for more strict enforcement of Robinson-Patman Act prohibitions 
on discrimination in offering promotional allowances and cooperative advertising 
is being undertaken by the Federal Trade Commission. FTC is concentrating 
on the grocery field but is likely to expand the drive later to many other 
segments of the retail industry. 





A retailer is just as liable under the law-as his supplier if he 
"knowingly" accepts services from suppliers which are not available to all 
Other customers of the suppliers. It is, however, pretty difficult for the 
Commission to prove in court that the buyer "knowingly" received preference. 


Summing up the FTC position, Commission Chairman John Gwynne recently 
stated, "What we are after is to put a stop to the illegal payment - however 
disguised - which suppliers offer, or are pressured into offering their most 
profitable customers when no such advantage is given the little fellow." 





Last year set a new record for retail sales of stationery and writing 
supplies, according to Commerce Department's Office of Business Economics. 





The agency estimated that personal consumption expenditures for stationery 
and writing materials amounted to $572 million in 1955 as compared with $549 
million in 1954, $538 million in 1953, and $503 million in 1952. 


Secretary of Commerce Sinclair Weeks told a press conference recently 
that the outlook is "Bright for a fresh bounce in business and very high 
employment for the rest of the year." 





The steel strike did not “upset the applecart," the secretary continued, 
but he warned that an inflationary trend could be put into effect by wide- 
spread and repeated wage and fringe benefit increases. 


Weeks predicted that the gross national product would hit a record 
annual rate of close to $410 billion for calendar 1956. The 1955 gross 
national product amounted to only $390.0 billion. 


A general overhaul of the excise tax structure will be one of the first 
jobs of the House Ways and Means Committee when the new Congress convenes. 





The subcommittee headed by Rep. Aime Forand (D-R.I.), put in a lot of 
work on the overhaul in the past session, culminating in the introduction of 
a bill by Mr. Forand in the closing days of Congress. The bill (HR 12298) 
is dead as a result of the adjournment, but will be re-introduced next year. 
At 395 pages, it was one of the longest bills in the 84th Congress. 


Most of the bill deals with manufacturers' excises, but some changes 
would be made in the retailer excises. As outlined previously in this column, 
the so-called "basket clause" for the luggage excise would be replaced by a 
specific enumeration of items on which the ten percent tax is to be levied. 


All items subject to the retailer excise at present would be exempt in 
the case of those sales made to nonprofit educational institutions for their 
own use, under the terms of the Forand bill. The bill would further change 
the excise tax computation in the case of retailers with installment accounts. 


Manufacturers and retailers alike favor fair trade and intend to continue 
resale price maintenance programs, the Senate Small Business Committee said 
in a report issued at the close of Congress. 





A majority of retailers polled indicated that they would be adversely 
affected by an end to fair trade. The majority also agreed that a series of 
state court decisions outlawing fair trade has weakened fair trade structure. 


The bill to raise postal rates across-the-boards was killed, as expected, 
by the Senate Post Office Committee, when it was decided that there was not 
enough time to send the bill to the floor in the closing week of the session. 

Next year is not an election year, so it is almost certain that 
Congress will vote a postal rise about as desired by the Administration. 


Washington Bureau 
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100% PLASTIC CARDS 


Never before have you been able to offer your customers 
two and three-letter INDIVIDUAL MONOGRAMMING 
on 100% Plastic Cards. Now Northbrook makes it possible! 


Each order swiftly custom filled upon receipt 
of your instructions. 


Suggested retail: $7.95 per set, 2 or 3-letter 
Monogram included. (slightly higher west of Denver) 
Makers of 


Windsor 100% 
WRITE, WIRE OR TELEPHONE YOUR ORDER Diliaetic nda 


poten NORTHBROOK PLASTIC CARD COMPANY \ ,«: 222 


Windsor Imperial 
Shermer Road, Northbrook, Illinois and Toronto, Canada at $7.50 


A Division of ARRCO PLAYING CARD COMPANY 














WINDSOR DEVELOPS 


A completely new 


item fo yr you 


NEN FINISH 


100% PLASTIC CARDS 


<j > 





Now! For the first time, you can provide your most 
particular customers with a 100% plastic card with the 
“feel” of genuine linen! 

Demand for this amazing new card by devoted players 
is assured. Be ready! Order today! 


Suggested retail: $3.00 a deck in Jet-Tone box. 









Feel them! You'll be amazed! 





Makers of 
Windsor 100% 
Plastic cards 
at $5.95 and 
Windsor Imperial 
at $7.50 


SESS SESH SHEET EHH SEE EEE EEE EEE Seer eeeeeeeeeeeeeeeeeeese eeeeeeeeeeeeeeeeeee e@eeee 


WRITE, WIRE OR TELEPHONE YOUR ORDER 


one Faust NORTHBROOK PLASTIC CARD COMPANY 


Shermer Road, Northbrook, Illinois and Toronto, Canada 


A Division of ARRCO PLAYING CARD COMPANY 




















WINDSOR CREATES 


A brand new 












playin g card sensation 


DIANT FACE 


100% PLASTIC CARDS 







For the first time! Giant Face 100% Plastic Cards! 
Highly valued because of their greater visibility. 
Feature them now for swift, profitable turnover! 


Suggested retail: $4.00 a deck. 





















Makers of 
Windsor 100% 
Plastic cards 
at $5.95 and 
Windsor Imperial 
at $7.50 





WRITE, WIRE OR TELEPHONE YOUR ORDER 


mother NORTHBROOK PLASTIC CARD COMPANY 


Shermer Road, Northbrook, Illinois and Toronto, Canada 


A Division of ARRCO PLAYING CARD COMPANY 













NEW 





Eaton Crystal Sheer 


It has been announced that Eaton 
Paper Corp.’s Crystal Sheer is one 
of two kinds of writing paper to 
benefit in sales from a September- 
October retail promotion using in- 
dividual handwriting analysis. 

The $1.59 boxes offer twice the 
regular box counts at 41 cents saving 
on paper, plus a free coupon worth 
75 cents entitling purchaser to a 
personality reading based on hand- 
writing analysis. 





Fisher Refill Envelope 

A new Fisher 1-For-All refill envel- 
ope has been announced by the Fisher Pen 
Company, 7333 West Harrison Street, For- 
est Park, Ill. 

The display holds 14 refills. All refills 
have the new Durilium point and a guar- 
antee for exchange or refund. 


Jayem Personal File 

A new personal file that is 
made of welded steel with a 
front that drops forward on 
strong piano hinges to provide 
accessibility to alphabetized com- 
partments has been introduced 
by the Jayem Sales Corporation, 
31 Coffey Street, Brooklyn, N.Y. 

The legal-size M 16 file is 
secured by a snap lock and 
can be carried anywhere by a 
convenient handle. The file 
is only one of 15 different sizes and models of legal-size 
personal files and space savers. It is 11% x 13 x 61%4-inches. 





Silk Screen Ink 


A new, improved silk screen ink for printing etched elec- 
trical circuits of small dimensions has been announced by the 
Craftint Manufacturing Company, 1615 Collamer Avenue, Cleve- 
land, Ohio. 

A free sample of No. 3 Acid Resist Ink may be obtained 
by writing to the firm. 


Paperweight, nangpeitying Glass 
A new “Golden Eagle” 
paper weight and magnifying 
glass were announced by Arta- 
mount, Inc., 8 W. 19th Street, 
New York City. 
The paperweight is ad- 
orned with a decorative Amer- 
ican eagle ad comes with a hide-away three-inch magnifying glass. 
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“1-Deal Bridge” Kit 
: A new self-taught bridge kit has 
been released by Jane Scott Prod- 
ucts, 696 Crescent Court, Glen EI. 
lyn, Il. 

“T-Deal Bridge” includes a ref. 
erence book, two specially designed 
decks of cards with a series of 
perforations at the top and bottom 
with guiding numerals and _ letters, 
a stylus and score pad. To start 
the game each player selects his own 
holding, according to instructions, by 
running the stylus through the. des- 
Upon completion of a hand, the reference 


nated perforations. 
book is consulted to determine the player's actual score against 
the hand by Goren. Retail price of the kit is $5.95. 


Esterbrook Showcase 


A compact counter showcase 
has been designed by the Ester- 
brook Pen Company, Camden, N. 
J., for display of its pens. 

Fifty-two writing instruments 
are in full view. This new mer- 
chandising piece is made of 
heavy-gauge, black wrought iron. 
The entire front is heavy plate 
glass, embedded in foam rubber 
for extra protection. Also on the display is a visible chart 
showing the right pen point for every writing style. The 
“FL-52” merchandiser is 18 x 26 x 12Y/-inches. 





Lamp Caddy 


The Wire-Fit Manufacturing Cor- 
poration, 206 E. 128th Street, New 
York City, has come out with a 
lamp caddy to its line of desk 
accessories for department and sta- 
tionery stores. 

The lamp caddy has a heavy 8 
x 4-inch base plate in a brass fin- 
ish; spring pen holders and a cit- 
cular letter rack are finished to 
match. Fiberglass shades are avail- 

: able in pink, red, chartreuse, tur- 
quoise, black and white. Suggested retail price of the caddy is 
$4.98. 


New Nativity-Art Album 

The new Nativity-Art al- 
bum of Christmas cards has 
been announced by Nu-Art 
Engraving Company, 5823 N. 
Ravenswood Avenue, Chicago. 

The album contains reli- 
gious selections from Nu-Art 
Deluxe, Contempora and 
Etchcraft lines. There are 
about 40 religious Christmas 
cards in this album. 
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set 


your sights 
on soaring 


sales! 


"Mb Fite 


retractabl: 


ball pen 





Here is the champagne pen at the 
ginger ale price which consumers 
recognize as the greatest pen value 
ever. Fully retractable, smartly 
styled, high quality, exciting 
colors, smooth performance. No 
pen at any price writes better. 
On self-selling displays of 12 or 
36 pens. 





AOVERTISED in 


ALL-RITE PEN, INC. LI FE 
HACKENSACK, N. J. 


retails at 39 c 
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FOR 
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NO. 333 INDIA. The 
Standard eraser  pre- 
ferred by everyone, for 
all around erasing use 
in home, school and 
office. 


NO. 310 CORALINE. 
Soft pink eraser for 
general pencil erasing 
and cleaning, including 
clean, neat erasures on 
drawings and sketches. 


NO. 930 ENSEMBLE. 
All-purpose combination 
eraser for general use 
on ink, pencil and 
crayon. Soft pink pen- 
cil eraser joined to soft 
gray ink eraser, with 
the Weldon’ Roberts 
bias-beveled shape for 
erasing fine lines and 
single letters. 


— 


Extensive market research and use-tests 
conclusively prove that size changes in 
quality-made Weldon Roberts Erasers 
receive enthusiastic approval from econ- 
omy-and-convenience-minded users. 


® LARGER USE-SURFACE; 2 TO 3 
TIMES THE WEAR 


© EASIER TO HOLD 


® LESS LIKELY TO BE LOST OR 
MISLAID 


© EASIER & QUICKER TO FIND ON 
DESKS AND IN DRAWERS 


ORDER TODAY! 
FEATURE PROMINENTLY! 


(The old style numbers have been applied to 
this new, improved line for dealer conven- 
ience in ordering) 


(actual sizes 
shown) 





WELDON ROBERTS RUBBER CO. 


NEWARK 7, N. J. 


World’s Foremost Eraser Specialists 


Gite 
— Waldon Rovers 
Granaud 


Correct Mistakes in Any Language 


























NEW PRODUCTS 


Satintone Ribbon Display 


A newly designed Christmas 
wreath made of rayon ribbon has 
been created by Chicago Printed 
String Company, 2300 Logan Boule. 
vard, Chicago. 

Mounted on the 27-inch frame 
are 32 white, pink and red Satintone 
roses and 24 pompom bows of green 
ribbon. In the lower curve are three 
gift wrapped packages. The Christ. 
mas displays are available at $25 
each. Orders are accepted up to August Ist. 





Pull Fastener 


A simple pull fastener which consists of a narrow red cloth 
tape with a tiny metal slide for tying up bundles of documents, 
papers, etc., has been introduced by Schlegel Manufacturing Com- 
pany, Div. P-6, Rochester, N. Y. 

A quick pull on one end of the tape and the bundle is 
tightly bound. It is said it will not slip. To loosen, the other 
end is pulled. The 1/-inch tapes are available in 14 standard sizes 
ranging from six inches to 54 inches in length. Standard color 
is red, but others are available for color-coding. 


“Fun Shop” Display 

The “Fun Shop” is a wire display rack 
for popular priced party jokes, tricks and 
puzzles manufactured by the D. Robbins & 
Company, 127 W. 17th Street, New York 
City. 

About 36 items are available for the 
rack, in polyethylene bags with colorful 
headers. All are pre-priced from 10 to 98 
cents. 





Lettering Stencils 

A new series of lettering 
guides have been developed for 
professional-type lettering and 
sign-making by the Stenso Letter- 
ing Company, Industrial Build- 
ing, Baltimore, Md. 

The sizes range from Y to 
21/ inches in Roman, Gothic and ei 
Old English letters and numbers. Combination sets in any of these 
styles retail at $1.50 each. They are produced from stencil board 
and each card is printed with a ruler and is punched to fit 





loose leaf binders. 


Tile Craft Kit 

The introduction of the 
Mosaic tile craft kit has been 
announced by the Hobby-Time 
Manufacturing Company, De- 
troit, Mich. 

The set contains more than 
625 pre-cut tiles plus every- 
thing needed to create a 9 X 
12-inch picture suitable for 
framing. Six subjects are avail- 
able: Frolicking Mule, Balleri- 
nas, Crucifixion, American 
Beauties, Prancing Stallion and Flamingo. Retail price of each kit is 
$3. 





MODERN STATIONER, SEPTEMBER, 1956 















































Apsco products, inc. 
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Type 104 Cutter Assembly © 
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Men and women everywhere are 
finding the take-it-with-you Pocket 
Stapler a real convenience 


Salesmen, insurance men, doctors, 
lawyers, teachers, students, air line 
hostesses, office workers, housewives 
— everybody praises this pen-size 
stapler 


The market for the Duo-Fast Pocket 
Stapler grows larger and larger 


* Seeeee® , 
Slip off the cap 

and there is your 
handy stapler 


Profit on Refills — The demand for 
extra staples keeps increasing. They are 
packed 24 packs of 1000 staples to each 
counter dispenser. Retail price 25¢ each 
A sure money-maker for you. 


A Gift of Distinction — S is 
always looking for an attractive, un- 
usual, useful gift The Duo-Fast 
Pocket Stapler fills the bill perfectly. 
Has the gift qualities, is gift-boxed, 
and is gift-priced at $2.95 each. 


ne ee prs 





Helpful Sales Aid — To help you with 
your selling job, we furnish display cards, 
envelope stuffers, window streamers, and 


newspaper mats. 


The Duo-Fast Pocket Stapler is growing more popular 
every day Why not order o supply? Send this coupon 
for complete information. 











FASTENER CORPORATION 


860 FLETCHER ST. @ 


CHICAGO 14, ttt 


Please send complete information on the pen-size Duo-Fast 


Pocket Stapler 


Store Name.... . 


I crass cisneebtatcainitainagn tah -cabiniapnegterniiectabianiion 


Address. 


| 
| 

















NEW PRODMICTS ......2550% 0am 


Candle Tree 


Colonial Candle Company of Cape 
Cod, Inc., Hyannis, Mass., came out with 
a nine-candle “Tree” and special candles, 

The candle tree No. 208 comes ig 
verde green, a gray Nile color. The can. 
dles are red and green with an orna- 
mental design. Trees are $24 a dozen 
including a boxed dozen candles. 


Foil Wrap Package 

A new foil wrap package 
designed to give added protec- 
tion and easier shelf stacking 
has been adopted by Minne- 
sota Mining and Manufactur- 
ing Company, St. Paul, Minn. 
for its 2,592-inch commer- 
cial rolls of ‘Scotch’ brand 
cellophane tape. 

The package has an easy- 
opening tab pull, foil over- 
wrap and a cellophane inner- 
wrap to keep the tape fresh while stored. The square box design 
also simplifies problems. 


Party Shop Display 
A specially designed 
tabletop fixture fitted with 
a bold “Party Shop’’ poster 
is available from Hallmark 
Cards, 25th and Grand, 
St. Louis, Mo. 
Another smaller fixture 
unit, designed to fit into 
the lower three rows of a 
standard greeting card 
rack, is also available. 
Among the newest items 
in party merchandise are card party tallies for both regular and 
progressive bridge. Matching score cards are included with 
many of the tallies which are packaged for parties of various sizes, 


Stamp Ink Pad 


The Douglas Homs Company, 326 Jackson Street, San Fran- 
cisco, Calif., is manufacturing a new “‘Plasticolor” stamp pad 
ink in a spill-proof, squeeze-type plastic container. 

The container is said to virtually eliminate the possibility of 
soiled fingers, clothes, desk and papers, etc. The wide flat face 
of the nozzle permits the user to thoroughly and evenly impreg- 
nate the pad. The inks are available in one or two-ounce plastic 
containers for either felt base or foam rubber stamp pads. 


New Price Markers 


For price marking merchan- 
dise made of any smooth material, 
the Labelon Tape Company, 450 
Atlantic Avenue, Rochester, N.Y., 
has come out with pressure-sen- 
sitive price markers. 
They are said to stick with- 
out moistening, can be removed, 
re-applied or replaced easily and leave no mark when removed. 
They come in several forms, usually in perforated rolls and are 
available in a number of sizes, shapes and colors. 


(Continued on page 48) 
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GREETINGS £ 


Personalized Christmas Cards 
Mean “PLUS PROFITS” For You! 


% 
Ges, you now profit 
from THREE Master- 
piece Christmas Card 
Albums, instead. of just 
one. Three customers can 
now make Masterpiece 
selections at the same 
time — a big time-saver 
during the Christmas 


‘signed rush. 
d with 
poster 
IImark 


stand, 

fixture ALBUMS DIFFERENT! 

it into 

: “7 166 DIFFERENT DESIGNS! Each Album presents a different selec- 

le. tion of personal and business Christmas cards. And what selections! 

items The new Masterpiece Line features dramatic new designing, includ- 

«= ing a wide choice of the popular ‘‘Slim Jims’’— and bold new use of 

sizes. color, including rich, expensive-looking water colors. This ultra- 
modern styling guarantees more sales and greater profits than 
ever before. 

Fran- 

p pad Don’t miss your share of these “plus 

_ profits”. Send for your THREE Master- 

ity 0 


¢ fan piece Albums today. Just mail the Masterpiece Studios Dept. F 
npreg- coupon. 


plastic Troy at Twenty-First Street @ Chicago 23, Illinois 
Please send promptly the THREE Deluxe Albums 
of Masterpiece Name-Imprinted Christmas Cards, 
featuring the dramatic, modern styling. 


Firm Name__ 


' 
' 
q 
t 
Complete stocks and imprinting facili- e 7 
‘ : ae 4 f B 

ties are also available at our distribu- 4 Tae: oF 'Saneneen 
tion points in: - 

a 

| 

sT 

t 

‘ 

4 


Address___ 
: Massachusetts 
ies New York City © Georgia 


d are Texas © California 


City, State__ 


Signature 


=~, in pees (Please attach this coupon to your letterhead or business card.) 





...are you losing business to stores that 


feature “One Day” Monogramming service? 








THE KINGSLEY MACHINE 
IMPRINTS 


CHRISTMAS CARDS 
WRITING PAPERS 
LEATHER GOODS 
FOUNTAIN PENS 
BOOK MATCHES 
PAPER NAPKINS 
LEAD PENCILS 
PLAYING CARDS 
GIFT ITEMS 





















A: an alert dealer, you realize that 

you are not appealing to just one 
market, but are retailing merchandise 
which has a wide variety of prospec- 
tive consumers. Your promotion will 
be aimed—now to parents, now to 
the retired, and at other times to la- 
borers, youth or business. 

There is, however, one market 
which many stationers and office 
equipment dealers are passing up. And 
it is one of the most desirable mar- 
kets of all. 

Have you given proper considera- 
tion in your merchandising plans to 
the military market? It is gigantic, 
and steady yet the prospective cus- 
tomers in it continue to change in 
any given locality. 

Now don’t just pass off this sug- 
gestion with a thoughtless comment 
that the military market applies only 
to those dealers who are located in 
the shadow of some big military in- 
stallation. This is not the case. It 
is, however, the reason, I fear, that 
many dealers have not expanded their 
displays, advertising and other pro- 
motions to extend the military mar- 
ket. 

Take another look at this expan- 
sive market. 

Today there are only a scattered 
few dealers throughout the country 
whose merchandising efforts don’t 
touch a segment of this military mar- 
ket. First, with extensive air and sea 
defense and rescue activity in opera- 
tion, small military units can today 
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In my Opinion 


be found in almost every locality 
across the nation. Add to this the 
regular military bases and hundreds 
of recruiting units, and it is obvious 
that the military market—speaking on- 
ly domestically—has a widespread im- 
pact. 

And there is more! 

Hundreds of thousands of civilians 
can also be classed as part of this 
military market, for merchandising ap- 
peals directed to the military will 
attract this group. These are the 
thousands of veterans who still 
maintain active reserve roles and the 
thousands of youngsters holding 
pre-service reserve status. 

Indeed, don’t pass off the sugges- 
tion that the military market is not 
for you without a careful look around. 
And, it’s a big market, too. 

The market is made up of three 
million men, from which we must 
exclude those in overseas service, one 
million wives and one million chil- 
dren. Eight billion dollars in pay and 
allowances goes to this market, ex- 
cluding outside incomes to working 
military wives. And, it is largely 
spendable income. 

It is not a seasonal market. It has 
been termed the “home of the guar- 
anteed annual wage.” It has the high- 


est per capita consumption of writing 
equipment any where in the world. 
It purchases three times as many greet- 
ing cards as the civilian average. 

Sure, much business from this mar- 
ket is done with the various post 
exchanges, but only a limited num- 
ber of installations have complete 
exchange stores, and even in these 
selection is frequently somewhat 
limited. The exchange is, of course, 
a competitive force in this market, 
but it certainly won’t exclude the ag- 
gressive merchant. 

The military puts traffic by your 
store and spending dollars on your 
street. You can’t easily recognize it, 
as you did during the recent wars, 
but it’s there. What more can you 
ask but to have traffic composed of 
persons known to use more of some 
of your porducts than any other group 
passing your doors with money 
to spend. 

Don’t let it pass. Point your dis- 
play, your advertising and your pro- 
motion to include this group. Bring 
in these passing customers. It is not 
necessary to exclude other markets in 
an effective merchandising program. 
Just make your's flexible enough to 
appeal to this profit-building military 
market. 


MacethO Shively 














Mass Display 
Without Clutter 


Here is how you can be effective with mass display, producing eye- 
appealing windows while still showing numerous items. This is the 
first of an authoritative MODERN STATIONER series on the 
various vital facets of arranging sales-provoking displays 
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He you been guilty of attempt- 

ing to show a great deal of mer- 
chandise in your display window 
without giving enough thought to its 
organization? 

Mass display, which looks so easy 
to arrange, is actually one of the 
hardest windows to construct. Still it 
is an extremely popular method to 
use, as it gives the retailer the op- 
portunity of displaying a wide selec- 
tion of merchandise. 

Unfortunately, however, the aver- 
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age mass display is merely a window 
jammed with merchandise. It has 
little or no eye appeal and, as a re- 
sult, violates the cardinal rule of 
good display which is that a display 
must sell merchandise! Whether that 
selling job is done directly or in- 
directly is immaterial. The display 
must sell or it’s a complete waste of 
time, money and effort. 

Due to the wide variety of met- 
chandise handled, however, the mass 
display is perhaps the most impor- 
tant single type of display for most 
stationers. But. it must be handled 
properly in order to avoid a littered 
or jumbled look. Perhaps the best 
method is to arrange the layout in 
steps, rows or groups so that the win- 
dow consists of a number of well- 
balanced units instead of a mass of 
merchandise. 

Let's see how this works out in 
practice. Our first window features a 
variety of merchandise, ranging from 
typewriters and globes to pencils and 
notebooks. 

On one side of the window are 
three vertical panels used to hold in- 
dividual arrangements of small items. 
A fourth panel is placed on the floor 
and tilted slightly. Cork or composi- 
tion board covered with light colored 
cloth or paper makes an excellent 


panel. However, the perforated ply- 
wood or hardboard panels, sold under 
various trade names, although not 
quite as dressy, are sturdier and more 
versatile. 

You will note that the various 
groupings of merchandise are set off 
with lines. This avoids the cluttered 
look that spoils so many attempts at 
mass display. One other point to re- 
member is that only closely related 
items should be grouped in any one 
section. 

Ribbon, stretched across the panels 
and fastened on the back, can be used 
for the lines. 

On the other side of the window, 
three portable typewriters and a stan- 
dard model are grouped. Behind these 
are three globes, one resting on a 
column and the other two suspended 
from the ceiling with fine wire or 
ribbon. The column can be made by 
rolling a sheet of corrugated paper, 
or, even simpler, moving an unused 
roll of wrapping paper into the win- 
dow. The foliage, which gives a 
finished look to the window, can be 
cut in your own backyard, or you can 
buy artificial foliage which can be 
used over and over again. 

Mass display an also be used ef- 
fectively to promote a single item, es- 
pecially if that item comes ina va- 
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riety of colors and/or patterns, as is 
the case with playing cards. 

A large blowup of a playing card 
is the focal point of the window. If 
you don’t trust your own artwork, 
and don’t want to go to the expense 
of having a blowup made, you can 
probably obtain one through your 
wholesaler or direct from the manu- 
facturer of the line you carry. 

A card table, tilted at an angle by 
means of wire or thread suspended 
from the ceiling, holds a scattering of 
cards. Other cards are suspended 
from the ceiling at different levels by 
black silk thread, some of them in 
front of the table, and ending in a 
scattering of cards on the floor. 

A large panel on one side of the 
window carries an arrangement of 
full decks of cards showing the 
various back patterns. A smaller pan- 
el on the other side of the window 
shows two deck sets. 

Incidentally, one of the best meth- 
ods of fastening the cards to the pan- 
els is to use hoops of cellophane 
tape with the adhesive side out. At- 
tach these to the cards and press firm- 
ly against the panel. If you get much 
sun in the window, the adhesive 
might dry out a bit, so it’s a good 
idea to use small pins to take part of 
the weight of the two deck sets. 

This same arrangement can also be 
used for a mass display of greeting 
cards. The same central arrangement 
of the card table and playing cards is 
used, with the greeting cards shown on 
the side panels. The copy, of course, 
would then read something like 
this: “Pick a Card—Any Card— 
From Playing Cards to Greeting 
Cards.” 

For a mass display in a small win- 
dow, empty picture frames make 
good unit backgrounds. Stretch a 
length of scrim, obtainable from the 
local yardage or curtain and drapery 
shop, from the ceiling to the floor. 
Also fasten smaller lengths of scrim 
to the backs of the picture frames. 
The merchandise is pinned to the 
scrim. A cardboard arrow, suspended 
from the ceiling by black silk thread, 
carries the copy. 

Next: Second in the series—‘‘Dis- 
play With Inexpensive Props.” 






DIRECT MAIL, 
AND YOU 


Unanswered questions concerning 
direct mail have prevented 
many dealers from embarking on 


needed programs. Here the 


questions are answered by the only 
reliable authority—the combined experience of 


some of the nation’s leading stationery 


and equipment dealers 


Kv ask yourself one of the 
following questions: 

How can I build my direct mail 
list ? 

When should I mail? 

What types of mailing are most 
effective? 

What type of literature should be 
enclosed ? 

Any stationery and office equip- 
ment dealer who gives serious 
thought to his advertising program 
has, at one time or another, asked 
these questions. Without the an- 
swers, elusive as they are, an effect- 
ive direct mail program can not be 
planned. 

In order to provide answers to 
these questions and thus enable its 
readers to originate or improve their 
direct mail program, MODERN 
STATIONER has conducted an ex- 
tensive survey of direct mail adver- 
tising being carried out in the station- 
ery and office equipment field. In the 
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survey responses can be found the an- 
swers to the questions above—and 
other questions—based on the aver- 
age successful usage of direct mail ad- 
vertising. 

Of course, there are no simple 
solutions for direct mail advertising 
problems. Differences between types 
of business operations, locations and 
other factors prevent single answers. 
But the compilation of the research 
response provides interesting, con- 
structive, “average” answers which 
will be helpful to each of you who 
has been puzzled by the above ques- 
tions. 

Initially the survey definitely es- 
tablishes the general acceptance of 
direct mail advertising in the station- 
ery and office equipment industry 
with about 60 percent of the con- 
tacted concerns reporting that they 
are making use of this media and an- 
other sizable group mentioning their 
interest in beginning this form of ad- 





vertising. Definitely a greater portion 
of the dealers in the upper midwest 
and the southeast use direct mailing, 
For the eastern part of the United 
States the percentage difference be. 
tween those dealers in the field using 
direct mail and those without this 
system is not extreme. In the south. 
west and far west direct mail ad. 
vertising is a major form. 

An extremely important fact te. 
vealed by the survey is the point that 
of the dealers using this media, the 
vast majority are completely satisfied, 
And, instead of the well-worn com 
plaint of “too much expense,” quite 
the reverse was the case with maay 
mentioning that they considered di. 
rect mail the only advertising they 
could afford from point of return, 

As the enclosure must keep the at- 
tention of the potential buyer, pro- 
motional gimmicks other than ordi- 
nary product literature may be in- 
cluded in the mailing. Bakers Office 
Equipment of Elyria, Ohio uses puz- 
zles, special pictures, blotters and the 
like, 

A larger firm like R. Mars Com- 
pany of Washington, D. C. uses dif- 
ferent attention getters like ball 
point pens in a portion of their di- 
rect mail. 

Concensus of opinion of the deal- 
ers underlined certain points in the 
direct mail program which are the 
media’s largest selling points. Listed 
in the order as rated by the partici- 
pants in the research work, the ad- 
vantages of direct mail advertising 
are: 

|. Keeps the name of the con- 
cern before the people. 

2. Is directed only to the right 
prospects. 

3. Constantly shows the new pro- 
ducts. 

4. Actual results can be measut- 
ed for ad dollars expended. 

5. Augments personal calls of 
outside sales force. 

6. Reveals extensive service and 
products of company. 

To these six qualities of direct mail 
an Ohio dealer added, “It forces the 
salesman to know his products.” 

Because the research took into ac 
count all sizes of stores in the sta- 
tionery and office equipment field, 
throughout the entire United States, 
the number of mailings per yeaf 
ranged from five to 50. A number of 
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smaller stores mentioned that the rea- 
son they had so few mailings per 
year was due to limited budgets for 
any type of advertising. But, in the 
majority of cases, they stated that di- 
rect mail for them had proved itself 
over other types of advertising. Some 
of the stores in the larger cities also 
indicates so much success with direct 
mail that they turned most of their 
advertising budget to that media. 

In reviewing the MODERN Sta- 
TIONER direct mail research, it is im- 
mediately apparent that the dealers 
deriving the most benefit from this 
advertising are following the practice 
of sustained mailings from constant- 
ly revised lists. The latter can not be 
emphasized too much, for most of 
the excess expense resulting from 
helter - skelter mailing to persons 
not the least interested in the pro- 
ducts can be avoided by a certain 
amount of time beforehand revising 
the list. While the stationers’ pro- 
ducts are of interest to all literate 
people, a specific mailing should aim 
at one group alone, such as the stu- 
dent populace one time and perhaps 
small businessmen at a later date. Of- 
fice equipment, of course, has a cer- 
tain market and the listings in this 
case can be watched very closely with 
the initial names being supplied by 
the classified section of the phone 
book. 

The number of mailings depends 
on two facets of the situation. Natur- 
ally the budget will have to be kept 
in mind, but the size of the trade 
area is also an important point. With 
the view in mind to get more people 
in the store and ultimately gain more 
steady customers, the major portion 
of your direct mail should be aimed 
at new customers, showing them ex- 
actly what advantageous purchases 
may be made at your store. Or, that 
they can find any new items in your 
store—FIRST. 

Not to be neglected are the steady 
customers who have been supporting 
the store during the years. For them, 
probably the best form of direct mail 
is an almost personal house organ 
type piece of literature. Containing 
all specials, as well as new products, 
it should develop the theme of “we 
are such good friends that I want to 
let you in on these bargains first.” 
This could be worked in as a month- 
ly mailing which the customer would 
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begin to anticipate with some curi- 
osity. 

On the question of whether or not 
to enclose an order blank and/or a re- 
ply card, the replies indicate that dis- 
cretionary use of these enclosures is 
essential. Smaller items may be fre- 
quently ordered by this method, but 
no one will buy office furniture with- 
out seeing it, so why waste the addi- 
tional expense. 

An extremely important item which 
must be considered in direct mail en- 
closures is the price of each and every 
article listed. It would seem that this 
would be an automatic feature of di- 
rect mail, but a number of stationers 
and office equipment dealers indica- 
ted that this has been the one bad 
feature of some direct mail. And it is 
natural that after viewing a brochure 
on the advantages of a particular item 
or product, a prospect will feel some- 
what suspicious that if the price is 
not listed, it must be very high. An- 
other fault mentioned is that occa- 
sionally on manufacturer prepared lit- 
erature the prices listed are not the 
same as in the store. If there is a sale 
on a particular piece, this can have an 
effective psychological twist by leav- 
ing the manufacturer's price legible 
and stamping near it, “Special, Sale 
rs 

Much of the material used in the 
mailings must of necessity be fur- 
nished by the manufacturer because 
he has the detailed material about the 
product. The research revealed that 
from 25 to 100 percent of the mail- 
ing material is furnished by the man- 
ufacturer. It must be emphasized that 
while the material can be furnished 
from outside sources, the mailings 
must be on a local basis to be effect- 
ive. Robert Blake of the West Texas 
Printing Co. indicates the method he 
uses in the statement, “Factory pieces 
are O. K. with a local letter, but we 
find locally prepared mailing better 
that one ‘too professional in looks’.” 

It should be stated now that while 
advantages of direct mail advertising 
have been interpreted according to 
the MODERN STATIONER research re- 
sults, and certain methods employed 
by successful users of this media are 
applicable in all areas of the country, 
the most important feature—exactly 
what is to be mailed out—is still a 
decision which must be made by you 
to fit your particular circumstances of 


store size, trade area items carried and 
size of city. 

A large concern in Pennsylvania 
with sizable mailing list finds for its 
purposes that mailing pieces must of- 
fer a choice of 50 or more selections 
and must be mailed to the same peo- 
ple regularly in order to pay off. A 
California store of comparable size 
warns against overloading the mail, a 
common complaint against manufac- 
turers’ mailings. By choosing good 
items you can be sure that your mail 
will be opened in future mailings. 

The locally designed list allows 
much freedom in message and reader 
interest is more easily developed. 
The Nashville Stationery Company 
sent two samples of their home-pre- 
pared mailers which they said _pro- 
duced “results far above expecta- 
tions.’’ The mailers each consisted of 
a heavy sheet 17 x 22-inches printed 
on both sides and then folded three 
times. The effect is that of a small 
catalogue, but each unfolding reveals 
double the advertisement space. The 
two special mailings included a Christ- 
mas listing containing many of the 
smaller items as well as a few desks, 
chairs and files; and the folder gauged 
to move office equipment, describing 
listings for a warehouse clearance 
sale. 

One prevailing theme which reveals 
itself throughout a review of the 
MODERN STATIONER survey is that 
the personal touch keynotes success 
in the direct mail advertising. While 
mentioning their individual case _his- 
tories, the successful users all indica- 
ted the necessity of avoiding the cold 
impersonal type of mailing if the pro- 
per communication was to be achieved. 

An advertising media which has 
developed tremendously since the war, 
to a point where it is second only to 
newspaper advertising in dollar vol- 
ume, can not be neglected by any 
wide awake dealer. The results of 
this research have been presented in 
order that other stationers and office 
equipment dealers may benefit from 
the opinions of men in their own 
field. 

C. W. Underwood of the Under- 
wood Supply Co., Los Angeles, Calif. 
summed up the feelings of most users 
of direct mail when he stated, ‘‘Meth- 
odical, spaced mailings devoted to 
new, unusual or hard to get items, 
closeouts and specials can not fail.” 
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“DOING A JOB’ |a: 





This office equipment salesman 
overcame language and other barriers to 
become a standout in his field - 
in four short years. - - 
H ‘ o gram 
e followed his own “Ten Commandments ously 
learn 
for the Salesman” from the days he ale 
started out only to “do a job” that would — 
: aa Pe 
gain recognition weal 
to t 
trigt 
the 
A 
i ts paths various individuals take ins 
to sales success are devious to a pl 
be sure, but they are interesting to tain 
those who are currently treading the mea 
paths and selecting the turns. ican 
Of the many storizs of sales success , 
one can gather in the stationery and mot 
office equipment field, few can match to 
that of Edwin Jensen, office machine liste 
salesman in Houston, Texas who has boc 
soared to sales success in only four sevi 
years on the strength of strong am- | 
bitions and his own ‘“Ten Command- cial 
ments for the Calesman.” ing 
Edwin Jensen came to America just car 
four years ago from Denmark with wh 
two ambitions and with what appeared the 
to be many more handicaps. 
His ambitions were to become “a ha 
man at the top” in some phase of Ki 
American business and to attain fe- sal 
Edwin Jensen, who four years ago was unable to speak the cognition by “doing a job” better than gr 
English language, now is one of the top salesmen of the 3 
United States. Here Jensen, who lives in Houston, Texas it had been done before. se 
and sells adding machines and cash registers joins the in- His handicaps included a lack of m 
spection line at the company’s plant in San Gabriel, Calif. knowledge of the English language C 
and little knowledge of “doing busi- sh 
ness” the American way. There also ft 
was the economic need of taking the T 
first job that presented itself. st 
Edwin Jensen “took stock” of his s 
ambitions and his handicaps, and he 
MODERN STATIONER, SEPTEMBER, 1956 
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as a salesman 


decided that ‘Step Number One” was 
the elimination of his handicaps just 
as rapidly as possible. 

He began first a systematic pro 
gram of saving and then, simultane- 
ously, took up another handicap. He 
learned English by ‘“‘listening’’—lis- 
tening intently to the radio and lis- 
tening to the people he encountered 
on his variety of jobs. 

Perhaps an ancient legend was 
working when Edwin Jensen listened 
to the radio because he became in- 
trigued, not by the programs and by 
the music, but by the commercials. 

And the commercials gave him an 
inspiration—'selling’— to win 
a place in American business and cer- 
tainly the art of selling was, in large 
measure, “doing business’ the Amer- 
ican way. 

After that, Jensen listened even 
more intently, not just to radio, but 
to radio commercials and from this 
listening and study of all available 
books, he moved toward his goal and 
several initial selling jobs. 

Jensen met a manufacturing offi- 
cial and—in this meeting—did a “‘sell- 
ing job.” He sold himself and a new 
career was launched . . . a career in 
which Edwin Jensen this year reached 
the top. 

In the entire organization, Jensen 
has been named head of the “Door 
Knockers Club,” a recognition for the 
salesman making the most rapid pro- 
gress and developing new records in 
selling. He also was named as a 1956 
member of the company Producers 
Club, an organization whose member- 
ship is restricted to “top salesmen” 
from the company’s sales districts. 
This year the Producers Club was re- 
stricted to only 13 men. Edwin Jen- 
sen was one of them. 

“Home Base’’ for Jensen is the fac- 
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tory branch office at Houston, Texas 


but, as a member of the Producers 


Club, Jensen recently was honored at 


the home plant in San Gabriel, Calif. 
It was there he was interviewed and, 
while Jensen was reticent to talk 
about himself, he was far from reti- 
cent in talking of selling his products 
in the business machine field. 

In addition to talking, Jensen also 
has been writing and he recently au- 
thored what he calls “My Ten Com- 
mandments for the Good Salesman.” 

Here, in abbreviated form, are the 


Jensen commandments—the command- 


ments which he has followed in the 

attainment of his goal: 

1. Ask plenty of probing, but in- 
telligent, questions. (Remember 
your questions can reflect your 
interest in the ‘prospective cus- 
tomer and his business. ) 

2. Know your company and _ its 
product and believe in it. (Re- 
member if you are not “sold” 
yourself there is little likelihood 
that you will be able to “sell” 
anyone else.) 

3. Know your competitor's pro- 
ducts, old and new. (Remember 
your competition has something 
to sell and you can’t answer the 
arguments of your competition 
if you don’t know what the 
competition is selling.) 

. Be as enthusiastic as possible at 
all times. (If you have limited 
knowledge of the field of psy- 
chology you know it to be a ba- 
sic concept that enthusiasm be- 
gets enthusiasm. ) 

5. Be able to present your product 
in a “‘selling” rather than a 
“telling” manner. (The day of 
the “‘spieler’’ is long since gone. 
No prospect likes to be “told.” 
He likes to be “convinced” and 


> 


the “spiel” in any line is not 
convincing. ) 

6. Be sincere but pleasant. (The 
prospective customer does not 
want to know about your prob- 
lems. He wants to know about 
your product. Keep your sense 
of humor and courtesy and the 
prospective customer will keep 
his. ) 

7. Maintain a neat appearance. 
(Remember that neatness means 
many things, including a neat 
sales portfolio or a neat demon- 
stration product. ) 

8. Continue to call on your users 
to assure satisfaction, and ask 
them for “leads”. (Remember 
there is no better booster than 
the man who has bought your 
product, provided it is giving 
satisfaction. The man who owns 
your product has a sense of pro- 
prictorship. ) 

9. Never “‘oversell’’ or “‘undersell’’ 
a prospect. (Remember the pros- 
pect is an intelligent person who 
probably has been exposed to 
“overselling” in the past.) 

10. Make lots of calls and, wher 
you think it is time to quit 
make just one more. (And re- 
member that in doing this you 
are doing unto yourself what 
other’s won't do for you. Calls 
are the background of selling.) 

For Edwin Jensen, these command- 
ments have helped him reach the 
goal much more than the prophecy 
of the ancient legend of the Scandi- 
navian countries. He concluded his 
interview by saying: 

“I hope they help other salesmen 
and, if I would add one further 
thought, it is this: Have faith in your- 
self, in your product, and in the 
American way of life.” 
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Sleek lines grace the new building of Grand and Toy, a Toronto office supply and furniture company. 
ing was designed to consolidate previously scattered operations. 


The spacious build- 





THE. NEW CANADIAN 
MODERN 
TREND WEST VIRGINIA 


Modernization of Morgan’s Inc., Huntington, W. Va., has been completed. The luggage department, pictured here, has been 
situated near the front entrance. 
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STORE RENOVATION 


Streamlined desks and “’L’’ units are used in all offices of Grand and Toy. 
tured here is the sales department and telephone order staff. 
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More than 1,000 orders for office supply items are filled every working day in this well-lighted, near stock room in Grand 
and Toy’s new location. Photo courtesy The Telegram, Toronto. 


C ontinuing the trend toward mod- 
Aernization a well known Canadian 
office supply and furniture company 
has constructed a new building and a 
West Virginia stationery store has un- 
dergone radical remodeling. 

Grand and Toy, Ltd., Toronto has 
recently moved into their new mod- 
ern building which was erected to 
consolidate scattered operations into 
one location. Receiving and process- 
ing orders, storing merchandise, fill- 
ing and dispatching orders and super- 
vision of all operations will be han- 
dled from the new location. 

The new structure is a headquar- 
ters building which houses all offices, 
furniture warehouse, office supply 
stockroom, receiving and shipping fa- 
cilities and manufacturing plant. 

The space that was vacated at the 
main downtown Toronto location is 
now devoted mainly to expansion of 
the firm's furniture display. This pro- 
vides a total of 18,000 square feet of 
space. 

Transition to semi-self selection 
has resulted following the renovation 
at Morgan’s Inc., Huntington, W. 
Va. 

The use of merchandise islands is 
expected to increase traffic flow and 
the luggage department has been lo- 
cated near the entrance. Proprietor is 
J. Hanly Morgan, new vice governor 
of NSOEA’s District 5. 
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President David C. Silvers, New York 
City, welcomes the membership of 
NOMDA to the 1956 convention. 





4 


Presentation of the Liston Jackson Sweep- 
stakes Trophy to the Southern California 
OMDA meant permanent possession of 
the prize for that group as it was the 
third time they won it. Pictured here are 
Liston Jackson, Ft. Worth, Texas, con- 
gratulating Vern Booher, right, president 
of Southern California OMDA. 





Heading the “Ladies of NOMDA” in the 
ensuing yeor are, left to right: Mrs. E. 
Pfitzenmaier, Ardmore, Pa., second vice 
president; Mrs. Henry Sassman, Victoria, 
Texas, president, and Mrs. Wilbur Wal- 
ker, Wichita, Kans., secretary-treasurer. 
Not present were Mrs. Henry Van Dalf- 
sen, Beverly Hills, Calif., and Mrs. Ruth 
Teschion, St. Paul, Minn., first and 
third vice presidents, respectively. 
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Officers for 1956-1957 in the National Office Machine Dealers Association are, left 
to right: D. L. Keeney, Jr., Dallas, Texas, president; Harold E. Steinke, Upper Darby, 
Pa., first vice president; William Simpkins, St. Louis, Mo., second vice president; 
Harry C. Van Zant, Dayton, Ohio, treasurer; Charles S. Meyers, Miami, Fla., secretary; 
Charles F. Krause, Jr., legal counsel, and Harold Mann, Los Angeles, Calif., executive 


secretary. 


NOMDA Meets 
In Lone Star State 


eae with the tradition of 
A “Everything bigger and better in 
Texas,” the 1956 convention of the 
National Office Machine Dealers 
Association surpassed all previous 
records, 

Attendance and_ exhibition _ rec- 
ords fell at the NOMDA conven- 
tion held at Houston’s Shamrock 
Hilton on July 8th through 11th. 
Retiring president David D. Silvers, 
New York City, expressed his pleas- 
ure at the large turnout for the 
convention, indicating the response 
by the association members through- 
out the nation to the months of 
pre-convention planning. Coordina- 
tion between meetings, meals and 
manufacturers’ exhibits was arranged 
to allow maximum coverage of all 
events. 

Keynoting the meetings of the 
office machine dealers were panel 
discussions organized to bring to 
light various common problems of 
the industry, and reveal solutions 
tried in various parts of the coun- 
try. Advertising, dictating machines, 
typewriters, cash registers and dup- 


licators were among the discussion 
topics. 

A special informative panel on 
electronics and automation in busi- 
ness took place on July 10th. Rep- 
resentatives of Burroughs Corpora- 
tion, International Business Ma- 
chines, National Cash Register com- 
pany and Remington Rand spoke on 
the integration of electronic equip- 
ment in the office. Several films 
were shown. 

An amendment to the NOMDA 
constitution resulted from the busi- 
ness meetings at the convention. The 
membership of the association vot- 
ed to add a non-voting vice presi- 
dent, chosen from among the man- 
ufacturers’ representatives, to be 
elected to the executive board. 

Newly elected officers for 
1956-57 include D. L. Keeney, 
Jr., Dallas, Texas, president; Harold 
E. Steinke, Upper Darby, Pa., first 
vice president; William Simpkins, St. 
Louis, Mo., second vice president; 
Harry C. Van Zant, Dayton, Ohio, 
treasurer, and Charles S. Meyers, 


Miami, Fla., secretary. 
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Carrying through the theme of 
the biggest and best convention in 
NOMDA history, top rate enter- 
tainment was scheduled for the hours 
of relaxation. Following a buffet 
supper served at the side of the 
hotel pool on Monday evening, 
NOMDANS were entertained by the 
Shamrock Corkettes, a precision 
swimming team. Tuesday, a Mardi 
Gras under the supervision of the 
Texas OMDA provided a delight- 
ful evening. After the dance, a 
midnight breakfast—Texas style— 
was served. 

Guest speaker at the luncheon 
on Wednesday was Morris Frank, 
nationally known humorist. Cul- 
minating event of the four-day con- 
vention was the banquet and dance 
in the Emerald Room that same 
evening. 

Another “‘first’” at the 1956 con- 
vention was the organizational meet- 
ing of the “Ladies of NOMDA.” 
Primary business undertaken was 
preparation for an active part in the 
1957 convention. Anticipated topics 
for the women’s panel include in- 
ventory control and rental rates. 

Elected as the president of the 
new women’s auxiliary was Mrs. 
Henry Sassman, Victoria, Texas. The 
other officers are: first vice presi- 
dent, Mrs. Henry Van Dalfsen, Bev- 
erly Hills, Calif.; second vice pres- 
ident, Mrs. E. Pfitzenmaier, Ard- 
more, Pa.; third vice president, Mrs. 
Ruth Teschion, St. Paul, Minn.; and 


secretary - treasurer, Mrs. Wilbur 
Walker, Wichita, Kansas. 
Presentation of the NOMDA 


membership contest awards occurred 
at the Wednesday noon luncheon. 
Recipient of the Liston Jackson 
Sweepstakes Trophy was the South- 
ern California OMDA with a rec- 
ord of 66 new members. This af- 
filiate association won permanent 
possession of the trophy by winning 
the contest three times. The spe- 
cial trophy for the member of a 
local who signed up the most new 
members went to J. H. “Bud” Lem- 
mon, Houston, Texas. The Presi- 
dent's Trophy for the most new 
members outside of the local was 
awarded by President Silvers to W. 
A. A. Johnson of Knoxville, Tenn. 

The following divisional awards 
were presented to the affiliated as- 
sociations: Division 1—first place, 
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In earnest conversation prior to a panel 
discussion are, left to right: E. N. Male- 
don, Longview, Texas; D. C. Satterhite, 
Lufkin, Texas; Curt B , Indi 
polis, Ind., and N. Dean Leininger, South 
Bend, Ind. 





Texas; second place, Northern Cali- 
fornia; third place, New York. Di- 
vision 2—first place, Chicago; sec- 
ond place, Pacific-Northwest; third 
place, New England. In Division 
3, Georgia was first and the Tri- 
State OMDA was second. The 


Pennsylvania-New Jersey - Delaware 


OMDA received the achievement 
award. 
William Kaufman, New York 


City, Norbert Mayer, Los Angeles 
and Peter Tobin, San Francisco, re- 
ceived outstanding achievement 
awards for signing ten or more 
new members. 

Previously the advertising awards 
had been presented, with the Bak- 
er Company of Lubbock, Texas tak- 
ing the first place honors for mer- 
chandising ideas. Roper Office Ma- 
chines, Seattie, Wash., was accorded 
second in this division. Harold 
Steinke, Upper Darby, Pa., scored 
first in display advertising with N. 
H. Von Soosten, St. Louis, Mo., sec- 
ond, and Wilbur E. Walker, Wich- 
ita, Kans., third. In the direct mail 
competition, the Baker Company, 
Lubbock, Texas was awarded first 
prize for the best series of mailings. 
Second place went to Leon Lewis, 
Ft. Worth, Texas. The award for 
the best single piece of direct mail 
was presented to A. J. Gillies, Haw- 
thorne, Calif. 

Honorable mention in display ad- 
vertising was given to the Floyd 
Office Machine Company, San Ped- 
ro, Calif., Albany Typewriter Ex- 
change, Albany, Ore., and Valley 
Typewriter Service, Sayre, Pa. In 
the direct mail competition, Metro- 
politan Typewriter Company, De- 
troit, Mich., Hollywood Office Ap- 
pliance Company, Hollywood, Calif., 
and Ford Office Machine Company, 
Temple, Texas, received honorable 
mention. 

Pittsburgh has been named the 
NOMDA convention site for 1957, 
with the William Penn Hotel listed 
as headquarters for the event. June 
30th through July 3rd have been set 
as the dates. 





Executive secretary Harold Mann intro- 
duces Cyril Godwin, Dallas, Texas, who 
led the discussion on dictating machines. 





Early morning coffee conversation en- 
gages the interest of these NOMDANS. 
Left to right are: Bill Smith, Tulsa, 
Okla.; Mrs. Laura Shinn, Houston, Texas, 
and Mrs. Noel Brewington, Oklahoma 
City, Okla. 





Discussing the merits of the various 
duplicators are, left to right: E. Pfitzen- 
maier, Ardmore, Pa.; Herb Toussaint, 
Camden, N. J., and Ray C. Fortenberry, 
Phoenix, Ariz. 
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SALES PROJECTION 
LEADS TO PROFITS 


“Staying ahead of the prospect” is considered a 


most important function in sales technique. Dr. 


Lapp explains a unique method of sales analysis 


which will lead to more sales and profits 


a td if you have, will make 
you a great salesman!” 

When these words were first spo- 
ken to me, I had a sort of vague idea 
of what they meant, but wasn’t quite 
certain. The salesman discussing the 
subject listed these words as his se- 
cret for success. 

The first time I was at my desk 
the word “empathy’’ was still on my 
mind so I grabbed a dictionary and 
looked it up. This is what the dic- 
tionary stated following the word 
“empathy” — “imaginative projection 
of one’s Own consciousness into an- 
other human being.” Thus, this sales- 
man attributed his success to being 
able to analyze his prospects and cus- 
tomers and detect what they were 
feeling and thinking, thereby giving 
himself a distinct advantage. 

The word “empathy” continued 
for days to stay with me. Just how 
could you project yourself so as to 
know what a prospect was feeling 
and thinking. Possibly this formula 
built around the letters in the word 
“empathy” will be as helpful to you 
as it has been to me. 

“E” stands for Earn the Right to 
Speak. Before you say a word a 
prospect often decides by your very 
actions and attitudes whether he 
wants to listen to you. When you do 
speak you must give a prospect some 
reason to want to listen further. 
There are many other things “E” 
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could stand for, such as eye contact, 
energy and enthusiasm. 

“M” stands for Map the Pathway 
That Must Be Followed for You and 
the Prospect to Get to the Same Goal 
Together. You must figure out what 
the prospect already knows about 
your product lines and your company. 
If too much time is spent on what he 
already knows you will lose the right 
to speak. Then, too, you must ask 
him enough questions to find out 
what he wants to know. The “M” 
could stand for other things required 
of a salesman, such as being mindful 
of the little things which impress a 
buyer or the maturity necessary to 
assume responsibility and to have a 
well developed social instinct. 

“P” stands for Plan a Sequence of 
Ideas That Lead to A Sales Decision. 
Selling depends on the acceptance of 
ideas. Start with those ideas you find 
a prospect will accept, then lead into 
those, after gaining acceptance by de- 
grees, that are relatively more dif- 
ficult to accept. The “P” could stand 
for many other things, such as per- 
sonality, persuasiveness, persistence 
and perceptiveness. 

“A” stands for Avoid Habitual 
Hostility. Selling is not a fight. Many 
salesmen have mistaken determina- 
tion and courage for a fighting spir- 
it. There is only a fine line distinc- 
tion between the two, but courage 
and determination win customers to 


your way of thinking, whereas a 
fighting spirit arouses antagonism. 
“A” could also stand for ambition, 
analytical ability, aggressiveness and 
agility necessary to be an effective 
salesman. 

“T” stands for Teach the Value of 
Your Products. Show the garage 
owner or service station buyer the ad- 
vantage of buying your products or 
product line. In some cases, it may be 
turnover, other mark-up, others pres- 
tige, others quality, others repeat 
sales, or others the advertising be- 
hind the product or product line. The 
“T” could also stand for such quali- 
ties as tact, thoroughness and _teach- 
ability. 

“H” stands for Hear What the 
Prospect Has To Say. As well as talk- 
ing you must listen to what a pros- 
pect says if empathy on your part is 
possible. Just being silent isnt 
ehough. You must be a creative 
listener, interpreting what the pros- 
pect has to say. The “H” could also 
stand for health. 

“Y” stands for Y/eld. Yield has a 
double meaning. First, yield to the 
unimportant ideas of the buyer. Points 
which are not a deterrent to making 
a sale give in on them. Second, if you 
do follow the “EMPATHY™” points 
in empathy you will find that more 
buyers will yield to your propositions 
and that your yield for your efforts 
will become greater and greater. 
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Leckie Retires 
From Dixon 

John J. Leckie, veteran advertis- 
ing and sales promotion manager 
of the Joseph 
Dixon Crucible 
Company has an- 
nounced his re- 
tirement from 
daily duty after 
53 years with the 
firm, but will 
continue in a 
consulting ca- 
pacity. Leckie 

Leckie selected “Ticonderga” as 
the name for Dixon’s best quality 
lead pencil when the company was 
mining graphite extensively in that 
upstate New York area. 

Due to the increased responsibil- 
ities in the office formerly held 
by Leckie, those duties have been 
assumed by two men—Ernest M. 
Raasch, manager of advertising and 
sales promotion for pencils and 
Charles M. Tighe, industrial adver- 
tising manager. 


New Managers Added 
At Dictograph Products 
The appointments of Benjamin A. 
Stein as national sales manager and 
Matthew F. Gray as Philadelphia 
branch sales manager have been an- 
nounced by Dictograph Products, Inc. 
Stein has been with the firm since 
1928 and previously was manager of 
11 Western states. Gray was former- 
ly employed with American Cyanamid 
Company. 


Bates Elects 
Treasurer 
C. Harrison Meyers has been elec- 
ted treasurer of the Bates Manufactur- 
ing Company, it was announced by 
C. S. A. Williams, president. 
Meyers joined the firm in 1923 as 
a member of the bookkeeping depart- 
ment. He later became an assistant 
treasurer and was in charge of the ac- 
counting department. 
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ececececcoes PRESSTIME NEWS -- 


The appointment of Morris D. DETTMAN as manager of the newly created 
merchandising department for Datamatic Corporation, Newton Highlands, Mass., 
was announced recently by JOHN E. JOHNSON, director of sales. 

Dettman has been in the merchandising division of Minneapolis Honeywell 
Regulator Company for the past seven years. He will direct advertising sales pro- 
motion and merchandising activities of the new company, as well as develop a plan 
to broaden understanding of computer functions and functions in industry. 

* * & 

Lewis D. Brown has been selected as regional sales manager for Rolfs, 
manufacturers of personal leather goods of West Bend, Wisc. 

As divisional manager, Brown will supervise all sales activities south of the 
Mason Dixon line from Texas to the Eastern seaboard. He will make his home in 
Atlanta, Ga. 


* ££ *& & & 

Election of FRANK J. MERRILL as president of the Geo. D. Barnard Company, 
Dallas, Texas, was announced recently. The firm, which manufactures business, 
bank and government stationery, is currently erecting a new branch office and 
plant in the Brook Hollow industrial district. 

M. S. DowLer was elected vice president and division manager of the firm. 


* 


Burroughs Corporation, Detroit, revealed recently that its British subsidiary 
will expand production in the United Kingdom with the construction of additional 
manufacturing facilities. 

The building will be located at Cumbernauld, 16 miles northeast of Glas- 
gow, in one of the new municipalities being established by the British govern- 
ment to attract new industries and reduce labor surplus areas. 

ee ee 

Acquisition of Allen & Company, New York City, was announced recently 
by ELpon M. Dixon, president Dixon Carbon & Ribbon Corporation, also in 
Manhattan. 

The subsidiary will remain as an autonomous unit and will operate with its 
entire personnel intact. Their manufactured line at present includes pencil car- 
bons, typewriter ribbons, offset ribbons and specialty items. 

eee & & 

J. G. Romero of Stamford, Conn., has been appointed general sales manager 
for Business Machines Division of Electronics Corporation of America, according 
to an announcement by ARTHUR G. B. METCALF, president. 

Romero, a member of the Sales Executives Club of New York, has held key 
sales administrative positions with both the Friden Calculating Machine Company 


.and the Underwood Corporation. 


* * £ 

Minnesota Mining & Manufacturing Company has opened a new branch 
office and warehouse in Dallas, Texas. The one story structure is located at 2121 
Santa Anna Ave 

keke * 

The Parker Pen Company, Janesville, Wis., recently received its 25,001st 
visitor to its Arrow Park plant. Gayle Cooke, 13, of Osburn, Idaho, was the 
lucky guest and was presented with a solid gold “51"’ pen and pencil set and a 
share of the company’s stock. 

se * e * 

Howarp W. VAN METER has beea appointed sales agent in the Fresno, 
Calif., area for the Addressograph-Multigraph Corporation. Formerly on the 
sales staff in the Seattle office, Van Meter succeeded S. R. RATHBURN, who was 
transferred to the Sacramento office. 

kk & & & 

E. RALPH WALLACE has been appointed sales representative in the South 
Central area for Peerless Imperial Company, manufacturers of typewriter ribbon 
and carbon paper, Newark, N. J. 

Formerly with Underwood and Old Town Corporations, Wallace will cover 
southern Texas, Louisiana, Mississippi and Alabama. He will headquarter in 
Houston, Texas. 
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NEW ALBUMS! Exciting . . . new designs, choicest papers ... . more color, more 
drama, more everything. NU-ART DELUXE, CONTEMPORA and ETCHCRAFT albums 
will elate your every customer . . . cards are priced for every budget. 

NEW NATIVITY-ART ALBUM! Now... NU-ART’S fabulous religious cards 
are ALL MOUNTED IN ONE ALBUM. If your customers want a religious card... 
they can find it in NATIVITY-ART by NU-ART. 

NEW PLASTIC-TOPPED COUNTER PACKS! Gloriously packaged... they'll 
really sell when you put them on your counter. 

NEW MERCHANDISING AIDS! Four-color counter cards and streamers, stuffers, 
etc. ... yours to use for MORE PROFITS EARLIER! 

NEW IMPRINTING PLANTS! NU-ART now has 3 plants (Chicago, Los Angeles, 
New York) to give you 24-HOUR imprinting service regardless of last minute 
Christmas Card rush orders. You can keep your profitable NU-ART ALBUMS on 
your counters until the last minute... and still get split-second delivery in time 
for Christmas mail. 


Look to NU-ART in 1956... 
we'll work for you... 
with you...BETTER! 


NU-ART 


ENGRAVING COMPANY 
world’s largest exclusive manufacturer 


of fine Christmas Cards. 


5823 North Ravenswood Ave., Dept. E 
Chicago 26, Illinois 














New Landmark. The new general 
headquarters of Hallmark Cards, at 25th 
and McGee, Kansas City, Mo.; is this at- 
tractive eight-story structure that fronts 
a landscaped park. The building is con- 
structed over and around a rocky, hilly 
site that for years had been thought un- 
usable. The central tower rises to a 
height of 11 stories. The firm’s 250 art- 
ists carry out their creative assignments 
in semi-private quarters with an abun- 
dance of north light that flows through 
the building’s all-glass North wall. 


Bulman Announces 
Two Appointments 

The appointment of Leonard A. St. 
John as vice president in charge of 
marketing and the election of Thom- 


treasurer of 
have been 
Folger, exe- 


as Nichols as secretary 
the Bulman Corporation, 
announced by Irving C. 
cutive vice president. 

Preceding his appointment, St. 
John was general sales manager and 
Nichols was comptroller. 


Stelo House Acquires 
Bradlee Publishers 

Stelo House, Boston, Mass. an- 
nounced the acquisition of Bradlee 
Publishers, Inc. and Devonshire 
Prints, Maynard, Mass. 

Stelo House is the publisher of en- 
gagement calendars, baby sitter’s me- 
mo book-box, gift items and Christ- 
mas cards. The other firms also pub- 
lish cards. 


New Corporation 
Is Announced 

A new corporation Grand - Glick 
Stationers, Inc., has been formed by 
William Grand and Henry Glick, 
Yonkers, N. Y. 

Grand has been in the stationery 
business for more than 32 years and 








Glick has also been in the ficld fg, 
more than 30 years. The firm is Ip 
cated at 48 Warburton Avenue, Yop. 
kers. 























Ditto Elects Vice Pres., 
New Personnel Manager 

The election of Scott Harrod 4s 
vice president in charge of research 










































































Harrod 
manufacturing and finance and Robert 
F. Taylor as manager of sales training 
and personnel for Ditto, Inc., has 
been announced. 

Harrod was formerly vice ' presi- 
dent of finance and Taylor was pre- 
viously manager of the Northern Il- 
linois district. 
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QUICK, EXTRA PRORTS 


prom 


Sy SF GOLD STAMPING 2 


Stationery, Greeting 

Book Matches, 

» Sigal Napkins, Playing = 
Cards, etc. 


Cards, 


Speedy and easy to 
operate. Clear, clean, 
concise gold-stamping. 
Economical! No foil 
waste whatever. Rec- 
ommended by leading 
manufacturers of 
greeting cards. 


SUPER REGAL 
AUTOMATIC FOIL FEED 


GOLD STAMPING MACHINE 


WRITE FOR DESCRIPTIVE LITERATURE 


FRANKLIN MFG. CORP. 


NORWOOD, MASS. 
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Speedy 











New $42.75 SCOREPAD and RULEBOOK UNIT 


Featuring the latest GOREN Point Count 
Rules and Changes. 19 fast selling items in 
a brand new combination Wood and Plastic 
Counter Display Rack. Smaller Units avail- 
able at $31.00 and $23.50. Order Now. 


Write for our New Fall Catalog 


H E j hy E S - Bruelheide Publishing Co. Inc. 


123 North Third Street 


* * * 


Minneapolis 1, Minnesota 
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NEW and FASHIONABLE —A CHRISTMAS SURE-SELLER! 


dhe Esterbook Fetite-~Fak Sa 


The gayest Pen and Pencil sets ever—and so fashionable. 
6 bright new pastel colors. Choice of striking polka dot or 
checked purse cases. Nationally advertised in LIFE—POST— 
COLLIER’S, the Esterbrook PETITE-PAK Set is breaking sales 
records everywhere. Be sure you enjoy your share of extra profits 
with this truly personal purse set! 


Assortment PP-12 includes 6 Petite-Pak Sets (polka dot cases) 
and 6 Petite-Pak Sets (checked cases) with solid Duracrome 
Renew-Points. Each set has smart see-through box that dis- 
plays and protects. 


And remember—with the PETITE-PAK Set you can offer Esterbrook’s 
exclusive wide point selection with more than 30 different point 
styles to choose from! 


Gsterbrook 


AMERICA’S OLDEST PEN MAKER 


eye-catching Display. Needs no setting up. 
FREE Ready to attract the impulse purchase. Camden 1, New Jersey 


The Esterbrook Pen Co. of Canada Ltd., 92 Fleet St., East, Toronto 
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Clary Gives 
13 Sales Awards 


Thirteen winners of the Clary Cor- 


Beverly Hills and Palm Springs: 


of the past year have been announced. 

Frank Hollowell of Washington, 
D. C., topped the list and was in- 
stalled as new president of the Pro- 


ducers honor group when the awards 
were given along with a vacation in 


Other winners in order of final 
standings are: Donald J. Brejska, Los 
poration’s annual Producers club Angeles; Edwin Jensen, Houston, 
awards for the highest sales records Tex.: Albert K. Barlow, San Francis- 
co; Merle Schwantes, Los Angeles; 
Don Leigh, New York City; Joseph 
Laskowski, Buffalo, N. Y.; Otto A. 
Lockwood, San Francisco and Oak- 








“DEN- 3 MN ” 
By mang DESK SETS 


New Line — New Thinking — New Ideas 
Unique, Novel, Attractive and Useful Desk Sets complete with pens, 
finished in Sunshine Brass. Standard well-known refills will fit pens. 
Their good looks will make them BEST SELLERS. 


4302—Plenter = emits with 
planter cup and one pen. 


#301—Cadette—Stationery Hold- 
er complete with two pens. 


| : | os 
we pan 


~ 
#303—Smoker — Complete with #304—Collector — Complete with 
ashtray and two pens. 


two pens. 


#306—Memo Tenda-Complete 
with pad and two pens. 


#305—Pens & Clips — Complete 
with tray and two pens. 


Every 4 Rs a $3.00 Seller — Yours to sell for $1.98 up. COST: $14.40 per dozen 
PACKING: 2 doz. to carton (choice of any two styles) individually boxed — 


TERMS: — Net 30 days F.O.B. New York City — DELIVERY: Immediate. 
Some ~ Hany territories available for representation. 


Advertising Plan Available. 


LINDENWARE COMPANY 


51 GREENE ST., NEW YORK 13, N. Y. CANAL 6-5635-6 














land; Francis E. McGlynn, Ne» 
York; William Holland, Boston; and 
Harold Drew, Chicago. 

Other winners are Alfred Rohr, 
New York, Uptown and Allen Wien, 
New York. 





Top Navy Award. Walter A. Sheof. 
fer Il (left), president of the Sheaffer 
Pen Company, received the Navy’s Dis. 
tinguished Public Service Award from 
Secretary of the Navy Charles S. Thomas, 
The award was presented for “‘outstand- 
ing contribution to the Naval establish- 
ment in the fields of public information, 
education, security and morale” in recog- 
nition of the firm’s co-sponsorship of 
“Navy Log.” 


Ditto Promotes Mangels 
To Sales Manager Post 

Appointment of 
John F. Mangels, 
Jr., to the newly 
created _ position 
of sales manager 
of the Wholesale 
Division has been 
announced by 








Ditto, Inc. 
£Z The new post 
Mangels will coordinate 


the firm’s expanding wholesale busi- 
ness and broad plans for expanding 
dealer outlets. Mangels has been man- 
ager of the firm’s West Coast Dealer 
organization since 1951. He has been 
with Ditto since 1947. 


Monroe Calculating 
Elects Vice Pres. 

The Monroe Calculating Machine 
Company has announced the election 
of William E. McKenna as a vice 
president and director of the company. 

McKenna has been controller of 
the firm for three years. He is 4 
member of the Controllers’ Institute 
of America, the National Association 
of Cost Accountants and the New 
York State Society of Certified Pub- 
lic Accountants. 
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modern living 


CURISSMIDS "oecciine 


»..- smart new designs to PERK UP YOUR SALES 


Here is a lovely tree ornament in bright Christmas colors 
on white Modern Living napkins. They'll add gaiety to 
Holiday entertaining and to your store's Christmas dec- 




















Display them on your counters for extra ‘‘im- 


Cocktail, 


orations. 


pulse" sales. luncheon and dinner sizes in 

dollar boxes. 

See the Special Christmas Thermo Glo Notes as well as these Christ- 

mas napkins at: 

New York Gift Show, Hotel New Yorker, Room 551 

Dallas Gift Show, Hotel Baker & Merchandise Mart 
SHOWROOMS 

Alfred A. West, 100 Merchandise Mart, Dallas 

Chapmen, Inc., 1519 A Merchandise Mart, Chicago 


Oe st hat 1 dad 





= 
dinner napkin s 





EMPIRE STATE BUILDING 
NEW YORK |, NEW YORK 


32 EAST UNION ST. 
PASADENA, CALIF. 


HELIOGRAVED COMMERCIAL LINE and 



















3 THE FLOWER WEDDING LINE 


Improve your profits 





and service with these 
Regency Features: 


® A big 50% discount 


® Orders shipped postpaid 
in 1 to 2 days 


® Heliograving—the finest 
raised lettering 








Send for your FREE catalogs today 


REGENCY THERMOGRAPHERS, 28 West 23rd Street, New York 10, N. ¥. MS. 
Please send me the FREE catalog(s) checked here: 
Flower Wedding Line 
Title. 












RIT [ns 


ERICAN INDIA ! Commercial Line 








Name 

Address. 
City. 
Company Nome___ 








State. 
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Globe-Wernicke Fills 
Sales Promotion Job 

The appointment of Roy C. Bruce, 
Jr., as advertising and sales promotion 
manager of the 
Globe - Wernicke 
Company has 
been announced 


Rae 


ee es 





New Maywood Plant. A new plant and branch sales office has been opened by 


by R. Herman Mittag and Volger, Inc., manufacturers of carbon papers and inked ribbons in Maywood, 
Hammer, presi- Ill, The firm’s main headquarters are in Park Ridge, N. J. 
dent. 





ment or operating personnel. Ken- 
neth H. Schmidt is president of Re- 
search Products. 


He will concentrate on further de- 
velopment of sales and service in Ea- 
ton’s Berkshire typewriter paper divi- 
sion. 


Prior to join- 
ing the company 
Bruce was sales 
and advertising 





























Bruce 
manager of Norquist Products and 


Wolber Appoints 
Representative 

It has been announced that Leon- 
ard Gersman became affiliated with 
the Wolber Duplicator and Supply §- 
Company. 

He will represent the firm in the 
states of Delaware, New Jersey, Mary- 
land, New York, Pennsylvania, Virgi- 
nia and West Virginia. 


Mosler Purchases 
Research Products 
The purchase of Research Products, 
Inc., Danbury, Conn., by the Mosler 
Safe Company, has been announced. 
Research manufacturers electrical 
and electronic monitoring and secur- 
ity devices. It was announced that 
there will be no changes in manage- 


was associated with the Hamilton 


Manufacturing Company. 


Ken Haynes 
Joins Eaton 

Kenneth Haynes has joined the 
group of sales executives in the home 
office of Eaton Paper Corporation. 














La Salle tor ouauity 


Traditional — Contemporary — Modern 
Office Accessories 


There’s 


MONEY 
in 

MARKING 
CRAYONS! 





Nos. 272 to 277 24." deep — 


5-5/8" diameter at top screen 


Ash Trays—Floor Smokers. 
Screen tops, closed snuffer 
types, glass liners. Walnut, 
Brass, Genuine Bronze, An- 
odized Aluminum, Chrome 
Plated and baked finishes 


Nos, 272—277 from $3.00 
list for Colored Receptacles 
with Chrome Screen to 
$8.50 for Jewelers Bronze. 
Companion Smokers from 
$9.00 to $20.00 list. 





A MARKER FOR 
EVERY PURPOSE! 
From school to 
industry American 
and Old Faithful 
marking crayons help 



















Nos. 








7TA-11A Walnut 





8A — 12A Walnut 


Two styles—two sizes Wai- 
nut Trays. 6” Crystal or 
Amber Glass Liners $4.00, 
8” $5.50 list. Walnut Floor 
Smokers from $18.00 to 
$24.00 list. Three smokers 
with Tapered Posts and 
Brass  Ferrules—two with 
Satin Brass Handles—heavi- 
ly weighted bases. 


Write for complete catalog 
covering Ash Trays, Smokers 
and Costumers. 


Tell us metal furniture line 









In home workshops and large 
production plants alike, 
identification counts more than 
ever today! 


Stock and sell the complete line 
of American and Old Faithful 
Markers that have the backing 
of over a century of research 

and manufacturing “know-how” 


handled so we may recom- Write today for complete 
mend suitable finishes. crayon and marking catalog. 
Dept. MS-58 


LaS&clle Products Company 


2216 North Clybourn,* Chicago 14, Illinois 








THE AMERICAN 


CRAYON COMPANY 


solve your customer's 
work and storage 
problems. 
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Deal Yoursel, Tu Ou... 
CHRISTMAS GIFT 
PROFITS 





it Leon- 
ed with 
Supply 


in the WRITE TODAY FOR COMPLETE INFORMATION "88 


| = 


"Ving : “Lt ICTORY MANUFACTURING COMPANY ye 
y%e! peso" 3 ‘The Most Complete Plastic Game Line 


ee — 
. ws? cri? VICTORY of CHICAGO ~=1738 West Arcade Place * Chicago 12, Illinois 


xe 
oe® Ae Established in 1930 











Carbon Papers 
and 


Typewriter Ribbons 








The WRITE Way 
is the SURE Way to SALES 


WRITE Carbon Papers and Typewriter 
Ribbons are long-standing favorites with 
office managers who want the best in 
4 ) ‘\ office supplies for the best results from 
; ei ’ i their staffs. = find that WRITE’s 
¢-THRU clear plastic rulers and : b easy-to-handle carbon papers make more 
; : : copies, cleaner carbons, and are 
drawing devices give you a com- 2 economical to use. They know 
: 2 WRITE typewriter ribbons pro- 
plete line to feature for back-to- duce clear, crisp, uniformly 
. = ‘ . atl me sharp letters—and last longer, 

school. Their high quality and mul- exo \l too. 
tiple utility have won world wide Ii oo : \ wee | they will come back 
. \\\\ , \\\ e > ’ 
renown, They’re priced for profits— i es \ high-qualit “Typewriter Rib- 
designed for eye appeal— ~~ \ Bia bons and Carbon Paper. 


. Sey ) EUAN F i PROFITS--Feature WRITE 
a real “Golden Rule” line. : \ \ Ot: Sane: eee 


Send for Samples and Discounts 
\\ ie t Today! 
Send for Catalog. | & ety \\ PROMPT DELIVERIES 


RULERS © TRIANGLES @ NAVIGATIONAL INSTRUMENTS © STENCILS © PROTRACTORS © OTHER DEVICES \ aN Nats ) ‘vag a i T t 
Ir TAH IP Wil QA A -_ INCORPORATED 
| lll WM Wy Sit Yl CMY OY 420 Lexington Ave., New York 17, NY. 
‘ a i 


Factory: Bridgeport, Conn. 
PRR Te ORD , Cc ONN 


















Regions I, 2, 13 Wind Up 


NSOEA Regional Meetings 


Regions 1 and 13 of the NSOEA 
wound up a series of 14 regional 
meetings held throughout the country. 

Region 13 brought a record-break- 
ing crowd of more than 550 persons 
to fabulous Grossinger’s, Grossinger, 
N. Y. The kick-off was a hospitality 
hour and other activities included a 
reception and cocktail party and a 
huge banquet. 

The election of officers closed the 
business session and present Gover- 
nor Carl C. Judkoff, Cantigny Print- 
ing and Stationery Corporation, New 
York City, was unanimously elected 
for a fourth term. Also elected were 
Al Pickar, Acme Stationery and Print- 
ing Corporation, Newark, Lt. Gover- 
nor; George Reichman, Mooney’s Inc., 
2nd Lt. Governor; and Fred Griffiths, 
Jr., Noesting Pin Ticket Company, 
treasurer. 


The runners-up in the tennis tour- 
nament during the regional were Paul 
Barnett, Barnett’s,; Miami, and Frank 
May of the J. L. May Company, New 
York City. 

Region 1 wound up the series of 
meetings June 28th to 30th at York 
Harbor, Me. 

Governor John W. Murray, the New 
England Travelers Club, Boston Sta- 
tioners Association and the Connecti- 
cut Valley Stationers Association pre- 
sented an enjoyable social weekend 
and a series of informative business 
meetings at the Marshall House. 

More than 270 dealers and manu- 
facturers’ salesmen from the New 
England area attended the annual 
event. 

New officers that were elected 
at the meeting are: Raymond 
Sheppach, Raymond Sheppach Com- 





We’re Determined to Increase Your Profits 
As We Succeed, Watch Others Follow Our Lead 






in Simple Arithmetic 


b BE Qu. | 


Dealers Cost 


Retail Value—30 ¢49¢ = $14.70 PROFIT 
51% 
2 Dozen o $3. 60 per Doz. 7.20 P sts 0 , 


Here it is 








Order from Your WHOLESALER 





Newly elected officers of Region 1 are 
shown receiving congratulations from 
the outgoing governor, John W. Murray, 
(left). The officers are: (center), Ray- 
mond Sheppach, new Governor and 
(right), Robert Slate, Lt. Governor. 


pany, New Haven, Governor; Robert 
Slate, Robert Slate Stationers, Cam. 
bridge, Mass., Lt. Governor. 

Lake Placid was the site of the Re- 
gion 2 meeting which was termed a 
huge success. 

Newly elected Governor is Martin 
J. Murrett, Ryan and Williams, Inc., 
Buffalo, N. Y. and president of the 
Empire State Travelers Club is E. T. 
Freeman of Bainbridge, Kimpton and 
Haupt. 

At the meeting it was also announ- 
ced that next years meeting will be 
held June 14th and 15th at the Hotel 
Sagamore, Bolton Landing, Lake 
George, N. Y. 





Deaths 

Luther Hanna of the Norman Han- 
ha, Philip Hano Company, Holyoke, 
Mass., died July 2nd. 

L. L. Dorsey, 60, regional mana- 
ger for the Denison Manufacturing 
Company, died June 27th, in his 
home in Dallas, Tex. He had worked 
for the firm for 42 years. 

Andrew ]. O'Connor, 45, division- 
al sales manager of the Rust Craft 
Greeting Card Company, Natchez, 
Miss., died June 27th. He had been 
directing the firm’s southern division 
since 1935. 

John H. Vincent, former vice pres- 
ident of Western Tablet and Station- 
ery Company died June 19th in St. 
Joseph, Mo. He was 73 years old. 





usdwees CASH DRAWER $33: 


5 coin tills, currency compartments. 
Warning bell and dise tumbler lock. 
Made of Indiana hardwoods. Smooth , 
lacquer interior. Naturallacquer | 
or ores a4 ray exterior & specify). N 
« 14%°D « 44" High. 


High. Quality, Precision-Built. 






Standard ealer Discount. 
Order or write today! Mfgrs. Cash 
INDIANA CASH DRAWERCO. Drawers for 


P.O. Box 236N, Shelbyville, ind. over 34 years 
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U.S. Pat. #2,677,376 


ZIPPER POCKETS FOR RING BINDERS 


Practical carry-all envelopes. Sturdy Vinylite with 
welded seams & free-sliding Flexi-Grip zipper. Dust- 
proof, waterproof. Asst’d colored and clear zippers. 
For professional people, students, salesmen, homes & 
offices. Carry pencils, stamps, papers, etc., etc. 





STYLE #51 — $2.52/Doz. STYLE #52 — $3.60/Doz. 
9x6"' fits all binders incl. 11 Yex9"" takes 11x81‘ in- 
11x8¥2"*. 3 doz/carton, wt. serts, Packed 3 doz/carton, 
iB: 22 Ibs. wt. 32 Ibs. 
CC 


Extra quantity discount: 5% on 6 doz., 10% on 12 doz. 


we Vy Catalogue of 28 fast-selling specialties 
available. Call your jobber, or write: 


ANGLER’S PRODUCTS CO. 





Flushing 58, N. Y. 





SEE US IN CHICAGO, BOOTHS 303-W, 304-W 








mgettyfelcion Qtplay 


Here is an entirely new package of BIG VALUE. A balanced tally 
assortment of general and fall designs, double wrapped for ease in 
handling. 

Assortment contains: 

e Four designs to each package 


sd [elles e 6 dozen 2 table sets 
Pept Spit Till, e 2 dozen 3 table sets 











1 encn Rabie e Full size score cards for each table 
Py * ie | el (2 cards in 2 table set - 3 cards in 3 
~~ E table set) 
». eel rt . e Rules for progressive contract bridge 
% ihe “3 No charge for display rack (I1"' x 8'/."') 


| eed 
balk 2 
bine 
| 


oe, 
i AS ate 
fh atl ltt asm 
FULL 100%, 
MARKUP! 








A complete card playing accessory department 
in only 19 x 10 inches of counter space. Assort- 
ment contains rules and score pads for all 
popular card games. All items pre price-marked. 
Total cost only $36.88 

No charge for display rack 














PLACE YOUR ORDER TODAY 





. 
R. W. , psllackte 


AND ASSOCIATES, INC. 
40 W. Third Ave., Columbus 1, Ohio 
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‘eee GIFT STATIONERY 
MINNEAPOLIS, MINN. 


MIAMI BEACH GIFT - JEWELRY 
TOYS and HOME ACCESSORIES SHOW 
MIAMI BEACH, FLA. 


the RONEY PLAZA HOTEL 


Timely 
KR a "jpeg Brett Shows 
are in YOUR teerri- 


ae 


/ / 
bein VO, e 

VT Led ee 
The Newesr Merchandise 


DOMESTIC * IMPORTED 





and HOUSEWARES SHOW 


August 26 - 29, 1956 
the RADISSON HOTEL 


September 2 - 5, 1956 


(Air Conditioned Throughout) 















7 
Choose your Fall & Winterl\ 
merchandise NOW from the 
nation’s leading lines 


tory —— easy and 
onomical to reach . . . Saving you 
ME & MONEY in your buying. 





NEWS 


Twenty New York 
Firms Incorporate 

It has been announced that 12 New 
York companies have received char- 
ters of incorporation. They are: 

Ulbrich’s Thruway Plaza, Inc., sta- 
tionery, 386 Main Street, Buffalo. 

Sidlen, Inc., stationery, 27 East 
Park Avenue, Long Beach. 

Yon-Bel Stationery Store, Inc., sta- 
tionery, 784 Yonkers Avenue, Yon- 
kers. 

B. M. C. Field Corporation, station- 
ery, in care of Sheldon and Olshan, 
345 Madison Avenue, New York City. 

The Tabulating Card Company, 
Inc., tabulating cards and stationery, 
in care of Roosevelt and Freidin, 598 
Madison Avenue, New York City. 

Briarcliff Stationery, Inc., station- 
ery, in care of Chilmark Shopping 
Center, Briarcliff Manor. 

Penn-Crown Corporation,  station- 
ery, in care of Marvin L. Olshan, 345 
Madison Avenue, New York City. 

Trans America Stationery Corpora- 





Year-Round Display. This 18-foot 
display case of the City of Paris in San 
Francisco features Schiaparelli Papeteries 
by White & Wyckoff. It’s a year-round 
case with the top of the case changed 
from time to time. 





tion, stationery, in care of Marvin L. 
Olshan, 345 Madison Avenue, New 
York City. 

Sterling Whitney Corporation, sta- 
tionery, in care of Marvin L. Olshan, 
345 Madison Avenue, New York City. 

Eisenberg Stationery and Toy Com- 
pany, Inc., general merchandise, in 
care of David B. Friedland, 521 Fifth 
Avenue, New York City. 

B M. C Associates Corporation, in 
care of Marvin L. Olshan, 345 Madi- 
son Avenue, New York City. 

Knickerbocker Standard Corpora- 





lion, stationery, in care of Marvin If 
Olshan, 345 Madison Avenue, New 
York City. ; 

Sopps, Inc., gift, stationery, novelty, 
in care of Kors & Jacobs, 305 Br 
way, New York City. : 

Welsh Gold Stampers, Inc., prints 
ing and stationery, in care of Louig 
Schlesinger, 570 Seventh Avenug, 
New York City. : 

Long Island Office Equipment, Inc, 
office equipment, 312 Little Fag 
Neck Road, West Babylon. 

General Dictating Machines, Ing, 
business machines, 314 Broadway 
New York City. 

Marvel Stationery Company, st 
tionery, in care aof Joseph Nurnberg; 
76 Beaver Street, New York City. 

Dixon Carbon & Ribbon Corpora 
tion, stationery, Room 1100, 68 Wik 
liam Street, New York City. 

Cornet Industries, Inc., stationery, 
109 Main Street, Mineola, N. Y. 

White Birch Stationers, Inc.,: Wan 
tagh, stationers, in care of Lawrence 
Bergstein, 51 Chambers Street, New 
York City. 





PAPER ART’S NEW 


“COPPER CANDLES” 


iy 
lll 


ENSEMBLE 


is bringing “many happy returns” in sales! 


> A new design, to delight birthday party plan- 
ners! Matching napkins, tablecovers, plates, and 
cups! Just one of the many good reasons for stock- 

















Amand 


DECORATOR 
DESK 
SET 








An elegant new pattern—FLEUR-DE-LIS—in an ar- 
ray of colors to complement the light look in home 
jecorating. 


ing Paper ArT. For more, 
see our 1956 catalog! Send 
for your free copy now! 


Shown here—Four piece Special Desk Set #1786 in 
Turquoise, Ice Pink or Mist Grey. 








For the office or den, we suggest the deeper tones of 
#786—Brown, Cherry or Mint Green. 


Retail Price per set: $5.00—Less 50% Discount. 


Send for complete brochure showing additional items 


Paper Art Company, Inc. + 24 yrs. in America’s finest stores 
3500 North Arlington Avenue, Indianapolis 18, Indiana 


@ Please send us your 1956 Catalog, and order blank. 
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| Store Nome ‘|in the FLEUR-DE-LIS design. 
ae me | DURAND MANUFACTURING CO. 
i ja | 


Chicago 9, Illinois 
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EFFICIENCY 
EXPERTS” 


MoM Ml NOESTING PIN TICKET CO. INC. 
| “Millions Daily” 


BRANCH FACTORY: 
1815 WEST 74th STREET All units available 
CHICAGO 36, ILL. in both Letter and 
Legal size. stationery holder 


space saver 

MAIN OFFICE AND FACTORY 
728 E. 136th STREET 
NEW YORK 54, N. Y. 
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| The Jayem Line cpens new horizons in 
| 
| 
| 


the office field. Lets the sales gold flow 
| in from all directions. 
| The trend towards flexible office layout 
vy | makes Jayem units the “help wanted” 
line you want. Supplies storage, filing 
| and efficient-aides...for every modern 
oe 


office and for every cluttered one. 


THE LUXURY PLAYING CARD | 


Preferred around the w orld, these pure 


Tap the new trend towards smaller, 


























plastic cards are not only the finest | compact office helpers. Jayems are just 
\ / é yoney cé buy they are 
“ Ws) eat geen al too! | marvelous. Stock em. Watch em move. 
an ar- Sy by far | See us at Booths 328W-329W 
= They last for years, are easily cleaned, | NSOEA Show ones ie 
be lost or damaged cards may be | Chicago 
18S “ replaced 
: Bi é d | 
@ The big Fall and W inter car | 
-_ 4 playing season has begun Christ | 
mas buying is about to start Now is | : 
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Product Manager 
Named At Dixon 

The Joseph Dixon Crucible Com- 
pany has an- 
nounced the ap- 
pointment of A. 
Vincent Samuel- 
son as product 
manager of the 
pencil sales di- 
vision. 

He is respon- 
sible for all pen- 
cil sales division 
products. Samuelson has been with 
the organization since 1939 and was 
previously assistant product manager 
in pencil sales. 





Samuelson 


Sengbusch Adds 
Representative 

Elmer J. Scott, president of South 
Markets, Inc., Birmingham, Ala., will 
represent Sengbusch Self-Closing Ink- 
stand Company’s line of office essen- 
tials in Alabama, Mississippi, Tenn- 





essee, North Carolina, South Carolina, 
Georgia and Florida. 

Scott will have headquarters in the 
Brown-Marx Building, Birmingham. 


Burroughs Announces 
ElectroData Division 

The establishment of an Electro- 
Division of the Burroughs 
Corporation to 
produce and sell 
electronic data 
processing _sys- 
tems, it was an- 
nounced by John 
S. Coleman, 


Data 


president. 
The announce- 
ment followed 
Bradburn formal acquisi- 
tion of ElectroData Corporation. 


Coleman also announced that James 
R. Bradburn, president of Electro- 
Data, has been named a vice pres- 
ident of and general 
manager of the new division with 
headquarters in Pasadena. 


Burroughs 








“Rustie” Flies. Fiying this tiny 
Mooney Mite in the Powder Puff Derby 
was Barbara “’Rustie’’ Rust, sponsored in 
the race each year by Rust Craft Greet. 
ing Cards. 





Miss Oakley Leaves 
Puritan Stationery 

It has been announced that Emma 
Loretta Oakley, executive sales coun- 
sellor of the Puritan Stationery Com- 
pany, New York City, has severed 
her connections with that firm after 
a period of 12 years. 

Miss Oakley is a former New York 
City department store buyer. Her fu- 
ture plans will be announced at a la 
ter date. 








Mr. Dealer! © 























FORCE 
Columbia 


Big, legible figures on 
papers and records make 
work ier for cust s 
and make fast, profitable 
sales for you. Feature 
this popular large-figure 
numbering machine. 
Automatic — sets for con- 
secutive, duplicate or 
repeat. 





WM. A. FORCE 


216 NICHOLS AVENUE, BROOKLYN 8,N.Y. 
SALES OFFICES: NEW YORK, CHICAGO, SAN FRANCISCO and CANADA 


everything 


from Samm to © 


in the country's fastest-growing 










re-order line 


of modern 15c greeting cards 





oe) 


we 





¥ 


qyN eo Winner 
( 2 K@) j in the 4th 
f National 
7 Lithographic 
Awards 
ENCORES, INC. 3280 Broadway, New York 27. AU 3-6100 


SHOWROOM 225 Fifth Avenue, Rm. 621, New York. MU'6-8932 , & : 


| A HOST OF NEW STRIKING EVERYDAY CARDS 
(Saleable every week of the year) 


competition 
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Your smartest move! 


There are more dollars for you in every Seal-O-Matic sale . . . lower 
inventory cost... higher per unit profit .. . no dead-end models, no 
obsolete shelf-sitters, but a streamlined quality selection of fast-moving 
Automatic and Manual Tape Dispensers and Moisteners. Backed by an 
aggressive advertising campaign and merchandising program. Write 
for details on Sales Promotion and cooperative Direct Mail campaigns. 








this ti 

uff ri 
nsored in 
ft Greet. 


t Emel ‘ - | WALTERS 60 Automatic 


Dispenser $18.95 retail SURWAY Envelope and 




































€s coun- Label Moistener 
Ty Com- Brush Sealer Push-down handle, dispenses %%4°’ to $3 50 t il 
severed $6 50 retail 11.’ wide gummed tape in adjustable e rerai 
e lengths 2” to 72". Lifetime blade 1%” pure bristle brush, ideal for 
rm after For tape up to 14%.” wide; removable Rustproof, unbreakable. Removable labels, stamps, envelopes, etc. Heavy 
aluminum water box, easily cleaned or water box. Pure bristle brushes. Ham- non-tip, rust proof, all metal body, 
ew York filled. End-to-end moistening. Control mertone gray plated brass top, rubber feet. 
Her f guides offer smooth non-clog operation. CHROME TOP MODEL £19.95 retail JEWEL 3” brush model... $4.25 retail 
er fu- 
at a la 


SENIOR 3” 
Automatic / 
Dispenser 


CELLO Definite Length 






Ejects gummed tape of predetermined 


Dispenser *12.98 retail lengths 24%” to 36”, widths 11” to 
For cellophane or pressure sensitive 3”. Visual measuring scale, lifetime UTILITY Sealer 
tape. Prevents waste! Feed stop mech- stainless steel blade, pressure weight 


on 2 bristle brushes assures even wet- $8.50 retail 

ting. Side bottle maintains water level Bristle brush moistener dispenses tape 

Tape Slitter—splits tape in half length- in removable tank. Fully enclosed body. up to 3” wide. All steel body, separate 

wise, ejects 2 equal pieces each press HEAVY DUTY No. 55—for reinforced aluminum water box—easily remov- 
$] .00 extrc (RRL) een $55.95 retail able for cleaning or filling. 


LEWIS TRIGGER- ACTION SAFETY KNIFE 


c=" Only knife with auto- 
matic spring safety guard 
over blade. Specified by 
U.S. Army, Navy. Chrome 
finished, rustproof, un- 
$ breakable. 5 FREE blad 

1 50 Individually boxed, 12 
retail to colorful display carton. 


anism measures and ejects lengths ad 
justable up to 4” each press 













: TWN ee :e) @e) 24.14 «lla apeadhagunginpanpedeeaped 
LIGHTNING Brush Sealer only *2.10 retail LEWIS UTILITY KNIFE 





$ : World's fastest Box Opener—2 mil- oa t 
r 10.85 retail lion sold! Slides along top edges of only 75 re ail 
th : Heavy duty 3” pull sealer. Pure bristle cartons, cuts top cover only without Rustproof, unbreakable, 





al brush, 4 sets of rollers, plus subway damaging contents. Completely safe, hammertone gray finish; 


hic feed assure easiest flow of any pull prevents accidents. 5 FREE blades; rust- 4 FREE blades, stream- 

sealer on market. Removable aluminum proof, unbreakable, used by U.S. Govt lined, molded to fit hand, 

water box. and major chains. Individually boxed ec notch adjustable 
aces. 


on 

















i, ORDER NOW ... or write for further details and discounts! (Prices slightly higher West of Rockies) 
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-ARDS * 
eo |- -matic 
Our 22nd Year DISPENSER CORPORATION 
Formerly Lipton Manufacturing Go. Dept. MS-9, 169 Murray Street, Newark 5, N. J. 


50 Years Service. Edwin H. Mosler, 
Jr., (left) president of the Mosler Safe 
Company is presenting Carl P. Bartels 
(right) with an inscribed gold wrist watch 
in honor of his 50 years of service. He 
was honored along with 252 other Mosier 
employees. 


, Pia 4 


Winning Cards. Ralph Cardoza (left) 
and George Buzza, founders of Buzza - 
Cardoza, greeting card publishers, are 
shown with Carl Van Gorder (right), 
vice president in charge of art, looking 
at the firm’s award winning Synic Sanc- 
tum greeting cards. The prize-winning 
cards were selected in the sixth annual 
Lithographic Awards Competition, spon- 
sored by the Lithographers National As- 
sociation. 


Bates Presents. Each governor who 
attended the annual Governors Confer- 
ence this year was presented with a per- 
sonalized Bates Cavalier telephone list 
finder. Pictured receiving one of the 
finders is Governor Charles H. Russell, 
(right), of Nevada. The presentation was 
made by C. Edwin Williams, (left), 
executive vice president of the firm. 


46 


Seven Get New 
Positions At 3 M 

Seven men have received promo- 
tions at Minnesota Mining and Man- 
ufacturing Company, it has been an- 
nounced. 

Maynard H. Patterson was named 
vice. president and general manager of 
the International division and Ken- 
neth J. Shea was promoted to vice 
president and general manager of the 
Canadian subsidiary. 

William A. Schooenberg was ap- 
pointed manager of marketing and 
sales analysis for the ribbon division 
and Joseph J. LaBuda was named tech- 
nical service supervisor for new pro- 
ducts. 

It was announced that James F. 
Higgins was promoted sales manager 
for government and industrial trades, 
duplication division and Ernest B. 
Moffet, Jr., is the new assistant mer- 
chandising manager for retail trades 
tapes. 

New assistant division engineer for 
duplicating products is Gerald G. 
Mueller. 


Stationers Announce 
New Buildings, Moves 

Stationery stores and office equip- 
ment dealers throughout the country 
have announced new buildings, ex- 
pansions and moves. 

Holaday's House of Paper, opera- 
ted by Mrs. Irene Holaday, opened at 
3030 McKinley Avenue, Fresno, Calif. 

Nearing completion is the new 
store of Antoniak Printing Service, 
Inc., at 3074 Fairfield Avenue, 
Bridgeport, Conn. Walls are pine pan- 
eled, the floors are carpeted and the 
store is air conditioned. 

Pound and Moore Company, has 
purchased the Hajoca property at 
1440 S. Tryon Street, N. C. The pro- 
perty consists of a concrete building 
with 21,000 square feet of floor 
space. It will be used for the sales 
room, warehouse, office equipment 
and furniture refinishing shop. 

Perdue Office Furniture Company 
held a formal opening of its remodel- 
ed and expanded office and show- 
rooms in its building located at 46 
W. Bay Street. 

The Utility Stationery Store at 800 
N. Third Street, Milwaukee, held a 
grand opening July 10th. 

Martin Business Furniture, Inc., 
formerly located at Beaver and Green 


Streets moved to new quarters at 33§ 
Broadway, Albany, N. Y. 

The purchase of Duo-Fast of Weg 
tern New York, Buffalo, by App 
ton Fryer from George Abbott 
announced by Fryer. 

A new stationery store will } 
opened late this fall in the Fig Gang 
den Village Shopping Center a 
Palm and Shaw Avenues in Fresng 
Calif. It will be operated by Mr. ag 
Mrs. Jack Shelbourne. 

Cold Steel Equipment Compa 
moved their New York office frog 
285 Madison to 415 Madison. 


A. B. Dick Names 
Three Executives 

The A. B. Dick Company h 
announced the appointment of thre 
executives, 

Ralph J. Sturs 
key Jr. has bee 
elected vice preg 
ident of persor 
nel. He replace 
Kenneth A 
Rouse who wag 
named vice pres 
ident of th 
firm's New Yo 

Aveipisd 

Clarence D. Fayling was name 
general manager of the firm’s N 
York subsidiary and Lawrence 
Aitkens is the new general manager 
of the Detroit subsidiary. 


Sturkey Jr. 


Hens & Kelly Appoints 

Harry Blum has been promoted to 
the new position of division met. 
chandise manager of stationery and 
other street floor departments at Hens 
and Kelly, Inc., Buffalo, N. Y. Hé 
has been associated with the store for 
the past 15 years. 


Wheatley’s Appoints 

General Manager 
Newly ap- 

pointed vice 

president and 

general manager 

of Wheatley’s, 

Inc., Elkhart, 

Ind., office sup- 

ply and equip- 

ment store, is A. } 

J. Gim) D’Ar- { 

mond. D‘Armond 
He formerly was sales managety 

of Horder’s, Inc. 
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Norma Pen and 
INTRODUCTORY OFFER 


3-Pencil Combination 
n chrome $5.95 


Ink refill 49¢ 


’ Be sure to see 
magnificent 


the new, 
platinum and palladium 


NORMA Pencils 
at booth No. 118 
NSOEA Convention 
Conrad Hilton Hotel 
Chicago, Ill. : 
Sept. 29th - Oct. 3rd 





NORMA REPRESENTATIVES: 











604 
Extra ink refill NO CHARGE 


es, 





All models available with pen upon request 





e if 
sf 
, oF 
Hi | If you Say 3 anical pe youre only 
a nartly righ 
#/ If you Say a NORMA mechanical pencil, you re 
a! till only nartly right 
ai é 
ay But if you say it's the new NORMA PEN and 3-PENCII 
a) COMBINATION you are entirely t! 
VE 
aie 
‘Ve \ 
de 
/ - 
‘ff Unconditionally guaranteed for 
as mechanical perfection by NORMA, 
ay makers of quality Multikolor Pencils 
# . famous for over 25 years 
Yj 
aed 
ve 
j Writes in 3 colors, signs in ink! 
H 
CLICK Black Pencil! 









CLICK Blue Pencil! 


x CLICK Red Pencil! 
CLICK _IT’S A PEN! 


MS-9 


NORMA PENCIL CORP., Dept. Ms 
Norma Bldg., 137 W. 14th St, New York 11, N.Y. 
Please tell us how we can increase our volume through NORMA’S 
Quantity-Gift Promotion Plan. 
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Cel-U-Dex Names 
New Representative 

Cel-U-Dex Corporation has 
nounced the ap- 
pointment of 
Charles T. By- 
ram as its West 
Coast represen- 
tative. 

His headquar- 
ters will be in 
San_ Francisco 
and he will call 
on the trade in 
California, Oregon and Washing- 
ton. 


Byram 


Coxhead Adds 
Ad Manager 

The new advertising manager at 
the Ralph C. 
Coxhead Corpor- 
ation is Ralph 
N. Coxhead. 

Until his re- 
cent  appoint- 
ment in the ad- 
vertising depart- 
ment, he _ was 
production man- 

Coxhead ager at the firm. 

Coxhead is the son of the founder 
of the company and the grandson 
of the present chairman of the board, 
C. W. Nichols. 


Four District Managers 
Appointed By Clary 

The Clary Corporation announced 
the appointment of four of seven 





Service Award. Being presented with 
an engraved Paul Revere bowl by Richard 
Phippen, (left) president of Thorp and 
Martin Corporation, Boston, is Charles J. 
Burns, who completed 55 years of con- 
tinous service with them. 
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district managers who will head the 
nation-wide sales organizations of the 
Systems Division. They are the fol- 
lowing: 

Richard Johns, covering 11 West- 
ern states, with headquarters in Los 
Angeles. 

James J. Jindrich, eight Mid-West- 
ern States and Texas, with headquar- 
ters in Kansas City. 

William E. Darke, four North-Cen- 
tral states, headquarters in Chicago. 

John B. Doyle, New York and six 
New England states, headquarters ir 
New York City. 


Birthday Present. Hand-carved ivory 
figurines, symbolic of longevity, have 
been presented to officials of the Eagle 
Pencil Company as a 100th Anniver- 
sary gift from Fong Sim and Company, 
distributor in Hong Kong. Pictured left 
to right are: Alfred C. Berol, Eagle's 
president; Franz Weissblatt, Fong's U. S. 
representative; Kenneth R. Berol, as- 
sistant to the general manager; and E. 
Albert Berol, treasurer. 

Sixteen Firms 

Incorporate 

Nineteen New York companies have 
announced that they have received 
charters of incorporation. They are: 

City Typewriter and Office Supply, 
Inc., Manhattan, in care of Charles 
D. Green. 

Old Country Stationers Inc., sta- 
tioners, in care of Lawrence Bergstein, 
51 Chambers Street, New York City. 

Bellenco Corporation, Manhattan, 
stationery, in care of Leo Kotler. 

Chaflo Corporation, New York City, 
stationery, in care of Sidney Wolen, 
261 Broadway, New York City. 

Dimondstein Book Company, Inc., 
stationery, books, in care of Levine 
& Schaps, 1501 Broadway, New York 
City. 

My Lucky Date Corporation, print- 
ing and stationery, 22 East 40th Street, 
New York City. 

Everlast Products, Inc., pens, pen- 
cils, in care of Jack J. Fischer, 521 
Fifth Avenue, New York City. 


Rapid Label Service, Inc., print- 


oa ee 
EiGBae 


ar 
i) 
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Permanent Display. Pictured here 
is a permanent display of Masslinn pro. 
ducts at the City of Paris Dry Goods Com. 
pany, San Francisco. Buyer of Masslinn 
napkins, tablecloths and towels is Mrs, 
Irene Nelson. Exclusive distributors of 
the line are White & Wyckoff Manu. 
facturing Company. 





ing and stationery, 9 West 31st Street, 
New York City. 

Syosset Stationers, Inc., Oyster Bay, 
in care of Benjamin Meyerson, 60 E. 
42nd Street, New York City. 

Grand Stationery, Inc., stationery, 
in care of Joseph Shapiro, 11 W, 42nd 
Street, New York City. 

Pen Creations, Inc., pens, pencils, 
in care of Isidore Zeff, 122 E. 42nd 
Street, New York City. 

Suffern Stationers, Inc., Suffern, in 
care of Bert Fried, 54 Lafayette Ave- 
nue, Suffern. 

Merrick Stationery Corporation, 
stationery, in care of Leon Doret, 15 
Division Avenue, Levittown. 

Stationers Offset Company, print 
ing, etc., 247 Canal Street, New York 
City. 

Deer Printing and Stationery Com- 
pany, 259 Broadway, New York City. 

A and H Litho, Inc., printing, sta 
tioner, 71 Murray Street, New York 
City. 


Horder’s Names 
Controller 
The board of directors of Hor- 
Inc. named Elvin T. Watts 
controller of the 
firm and its af- 
filiated company, 
Associated  Sta- 
tioners Supply 
Company. 
Watts came to 
the Chicago of- 
fice supply firm 
after several 
years as assistant Watts 
treasurer and controller of the As 
sociated Telephone and Telegraph 
Company. 


der’s, 
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¢ THE BEST ¢ THE LARGEST 
¢ THE MOST COMPLETE 


*CHANUKAH: 
PARTY LINE 


in America and Israel 


GIFT WRAP * TY-WRAP 


DECORATIONS — Banners — Garlands 
Plaques * Wall, Window, and Door Displays 


FAVORS — Jumbo Dreidel surprise — Games 
— Puzzles — Toys — Novelties. 


od here 
linn pro. 
ods Com. 
Masslinn 
is Mrs, 
utors of 
f Manu. 
matching Napkins, Plates, and Cups. 


For the Jewish Home Beautiful. 


st Street, Complete Holiday lines for all 


Jewish Holidays-Parties-Celebrations 
iter Bay, 


1, 60 E Pioneers in the Hebrew Party Goods line 
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pencils, 
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Vest-Pocker 
Traffic Builders 
More Than 


25,000 


Words 
Handy, 314 x 51/, 
flexible, round cor- 
ners. Leather, $2.50 
Simulated leather, 

95c. 


boration, 
oret, 15 


y, print. 
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ing, sta- 


w YOu VE6T-POCKET 


Dictionary 


FOREIGN LANGUAGE 
DICTIONARIES 


Junior Classic—Full Size Edition. 
Comprehensive, low cost, clear, bold 
type. Avge. 525 pgs. $1.50. 
¢ Spanish-English, English-Spanish 
e ¢ French-English, English-French 
° * German-English, English-German 
Ask your jobber —* Latin-English, English-Latin 
or write. . + For the home, office, or personal use. 


FOLLETT 


1010 W. Washington Bivd., Chicago 7, It. 


tts 
the As- 
elegraph 
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VINYLITE PLASTIC 
LABEL HOLDERS 


“will not warp, curl or crack” 


SO EASY TO USE 


1. SNIP—You can cut to the desired size, 
easily and quickly. 


2. STRIP—Remove  back- 
ing to expose the acti- 
vated adhesive. 


3. STICK—Apply with finger pressure. It 
sticks permanently to metal—wood—cork— 
glass—plastic—any clean surface. 


4. INSERT—Insert label or 
card. It’s open on three 
sides for your conveni- 





HUNDREDS OF USES 


You can enjoy neat attractive 
labels anywhere in office, factory 
or home. 
on desk trays 
library shelves 
display units 


cabinet drawers 
storage shelves 
parts bins 





FOR AUTO DEALER 


AVAILABLE IN 3 SIZES PARTS BINS, ETC. 


Ten 6” strips per package— 
PS-%2 Yr" x 6"—PS-% %" 
x 6"—PS-1 1” x 6” 

Special Sizes on Request 


CONVENIENTLY PACKAGED 





In individual plastic packages, 
including both Holder and Label 
Cards. 





Available from your Office Supply Dealer or for information write to 


OS STN ‘Prod ucts Ine. 


9920 Freeland Ave. Detroit 27, Michigan 


West Coast Distributor: Arch K. Ansty 
171 2nd St 


Canadian Distributor 
San Francisco 5 The Luckett Loose Leaf, Limited 


Toronto 2B, Ontario 


Territories available for Dealers and Distributors 








ACTIVITIES 


New Quarters, Openings 
(District 9, NSOEA) 

Bob Matherne’s Office Supply 
Company moved into a new building 
at Baytown, Tex., late this summer. 
It is located in the 200 block on West 
Pierce. 

It has been announced that Gales 
Watson recently sold his business at 
Jonesboro, Ark., to Mary Matthews 
and Vance Fulenwider. He also sold 
his home and has moved to Tampa, 
Fla. 

Albert Trotter announced staf f 
changes in his Hub City Office Sup- 
ply Company at Hattiesburg, Miss. 
James Moseley, Jr., has been named 
manager of the office machines divi- 
sion; Ernest G. Arnold is a new sales 
representative; and Edward Schamber 
is a service representative. 





NOFA Know-How Pamphlet 

A new pamphlet put out by the 
National Office Furniture Associa- 
tion is titled ““The Architect, the Dec- 
orator, and You” and describes that 
although executive offices are to be 
redecorated and refurnished, a dealer 
need not be squeezed out by a decora- 
tor or architect. 

It also tells how to place your 
strategy to meet a customers require- 
ments, merchandising specifications 
and pricing. This pamphlet is avail- 
able from the Association at 327 S. 
La Salle Street, Chicago. 


1957 Meeting Set 
(District 5, NSOEA) 

April 11 to 13th are the dates set 
for the regional convention at the 
Hotel Cleveland in Cleveland, Ohio. 
Chairmen of the committees are: 
Thor Marsh, Marsh Office Supply 
Co., Ypsilanti, membership; Harold 
B. Speicher, Leonard’s Office Supply 
and Equipment Co., Detroit, publicity. 

Robert B. Whitehill, Reliable Of- 
fice Supply Company, Massillon, 





















Ohio, announced the acquisition of 4 
new larger store at 1429 Ambhurst Rd, 

June Sth was quite a day for the 
Bob Beekman’s, All-Steel Equipment 
Co. They celebrated their 33rd wed. 
ding anniversary and Bob’s 34th an. 
niversary in the industry. 

More congratulations to the fol- 
lowing dealers on their respective 
anniversaries: Central Office Supply 
Co., Detroit, Anchor Office Supply 
Co., Cleveland, and Home Office 
Supply Co., Detroit. 

Jim Stokes announced the opening 
of his new firm in Cincinnati, Stokes 
Stationery Co., 106 N. Cooper, Lock- 
land. 

The annual Cleveland Chapter 
Fifth District Travelers Club golf 
party was a success at Lake Forest 
Country Club in Hudson, Ohio. Bill 
McPike, Weis Manufacturing Com- 
pany, walked off with the Ron Doug. 
lass Memorial Trophy for the second 
year in a row. 

In Cincinnati, the Queen City Chap. 
ter held its annual shindig. Jack 
Burke, Office Equipment Company, 





































Wika indispensable reference 
A and purchasing guide: 

JJ Artists Supplies 

'™ Drafting Materials 

77* Papers, Boards, Pads 

* Drawing Instruments 

* Airbrushes & Compressors 

* Craft Materials & Plastics 

* Picture Frames 


* and hundreds of other 
essential art materials 


Arthur Brown & Bro’s. Write immediately on your 
Encyclopedia of Art company letterhead —you'll 
= y receive this valuable catalog 

and Drawing supplies! by return mailat no charge. 














‘FOR FALL WEDDINGS..° 


Push the new and popular ideafor bridal. 
showers, wedding gifts—The Exquisite 


MUHLENBERG PRESS 








BRIDE'S PRAYER BOOK 


More and more brides are carrying the 
BRIDE'S PRAYER BOOK, uniquely 


their own. Contains presentation 
page, decorated certificate, ribbon 
marker. Gift-boxed. Two de luxe 


white bindings: leather, gold stamped, 
$6.00; Fabrikoid, silver stamped, 
$3.75. Write for quantity prices. 


Even more beautiful when 
decorated with glowing fall flowers. 


1228 SPRUCE STREET 
PHILADELPHIA 7, PA. 


































Lovely 


Write 


ports 
Gifts. 


655-A 
Show. 


675 


“SILK EFFECT” 


the most unusual napkin. Sheer 
silk-l.ke texture. Sells on sight 


Prompt shipment. 


1 doz. ea. luncheon and cocktail 
size $14.20 plus postage. 


our compiete line exquisite im- 


Permanent Show Rooms 
New York - J. Kenneth Zohn 


Chicago - The Zangs Co. 
1598 Merchand’se Mart 


FRED BAUMGARTEN 
Atianta 6, Ga., Dept. 


assortment in two sizes 


Millions of modern 


for illustrated price list 


| 
| 
for unusual Chr.stmas hold it—turn it’ 


Conrad Hilton for NSOEA 
feet 


225 - 5th Avenue 


C. HOWARD H 


Cooledge Ave., N. E. 
E-9 


















wow! 


Portable 
i desks—-and each one a 
prime prospect . . . because— 
. . . business approves the simple “feed it— 
7 sharpening technique, 


« no fall-out of pencil shavin 
¢ modern all-metal comstraatind on rubber 





* balanced-tension automatic feed and stop 
Hitch on to a selling star—the Boston 
Champion Portable! 

All Boston sharpeners guaranteed one year. 


whata 
market! 





PEN COMPANY 
Camden 1, N.J. 






UNT- 


MODERN STATIONER, SEPTEMBER, 1956 









winn 


noun 
Hess 
Morr 
are | 
India 


Han 


Hanc 
Septe 
Foun 
ship 


Sheré 
cago 


Stat 
Fair, 
socia 
is SC 
land 


Grat 
200 


£ 





n of a 
rst Rd. 
or the 
pment 
| wed. 
th an- 


e fol. 
pective 
Supply 
Supply 
Office 


pening 
Stokes 
Lock- 


hapter 
» golf 
Forest 
o. Bill 

Com- 
Doug- 
second 


Chap. 
Jack 
npany, 


_ 


te 


OK 


g the 
juely 
ation 
bbon 
luxe 
iped, 
iped, 


jTREET 


Louisville, Ky., was the tournament 
winner of the Will Winnes Trophy. 

Dave Morris and Frank Mock an- 
nounce a change in the firm name of 
Hess and Associates to Mock and 
Morris, manufacturers agents. They 
are located at 1802 E. 46th Street, 
Indianapolis, Ind. 


Handwriting Meeting 

The board of directors of the 
Handwriting Foundation have chosen 
September 29th as the date of the 
Foundation’s second annual member- 
ship meeting. 

The meeting will take place at the 
Sheraton Blackstone Hotel in Chi- 
cago and will commence at 10 a. m. 


Stationery Trade Fair 

The third annual Stationery Trade 
Fair, sponsored by the Stationers As- 
sociation of Great Britain and Ireland 


is scheduled for February 4-8, 1957. 
It will be held in Brighton, Eng- 
land, at the Hotel Metropole and the 


Grand Hotel. There is room for about 


200 exhibiting companies. For fur- 








Window Display. An unusual and interesting pencil display was used by Pound & 
Moore Company, Charlotte, N. C., to tie in with the Eberhard Faber promotion of 
Mongol pencils in national magazines. The name “Mongol” was spelled out with 
a number of packaged pencils. 





ther information write the general Southern California Chapters was 
secretary, The Stationers Association held at the Huntington-Sheraton Ho- 
of Great Britain and Ireland, 6 Wim- tel, in Pasadena. 

pole Street, London. Theme of the conference was “Bet- 
ter Business Through Better Selling. ’ 
There were more than 100 mem- 
bers in attendance -at workshop meet- 
ings and a talk given by John Gray, 
executive director of NOFA. 


NOFA Area Conference Held 
The National Office Furniture As- 

sociation’s area conference, cO-spon- 

sored by the Northern California and 
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KIkeeper 


THE HANDY. .. AND 
HANDSOME CELLOPHANE 
TAPE DISPENSER 


$150 


Attractively styled in brass with 
black lacquer base, felt underpad. 
Easy to refill. Holds up to 400-inch 
roll of Ya” or 34” tape. A perfect gift 
—-useful as well as beautiful. 





Héeeper | 





HOLDS POSTAGE STAMPS 
. . « BY THE ROLL! KEEPS 
THEM DRY, CLEAN, HANDY! 


$400 


Heavy brass design with black 
lacquer base on protective felt. 
Doubles as a handsome paper- 
weight... on a home or office desk. 
A gift anyone can use! 


© propucts 


pas! 





= AGAIN! 











Division of KETCHAM & McDOUGALL, INC., Roseland, N. J. 


Send for catalog describing comalate PAT line 
Stomp Keeper « Tope Keeper « Reel Riter Ball Point Pen « Pin-On Pencil 
TElottach Pencil « Key Keeper « MemoMatic « Rememo 
STRATHMORE 





ORDER 
NO. 125 
2002. TO 
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NEW PRODUCTS + « « (Continued from page 16) 


Elementary Dictionary 





A dictionary written specifically for 
boys and girls in the fourth, fifth and 
sixth grades has been released by the 
G. and C. Merriam Company, Spring. 
field 2, Mass. 

Webster's Elementary Dictionary has; 
18,000 vocabulary entries; 1,600 pic. 
tures; three special sections to teach 
children how to use a dictionary; and 
important tables of special informa. 





Today’s market for Tab systems Today’s best one-time carbon aon. The new dictionary will sell 
demands trouble-free forms. Snap-a-Parts are Hano Multi- at $3.75. 
Hano Litho-Tab with better Snaps, Special and Custom 
papers and more sensitive car- Snaps plus Standard sets, in- 
bons are the answer. cluding meter tickets, invoices, 
repair and purchase orders, etc. Intercom System 


A new intercom system that ties 
in any room or rooms in a home with 
the outside front and rear doors in 
one network was introduced by Fanon 
Electric Company, 150-09 South 
Road, Jamaica, N. Y. 

The “Entry-Sentry’’ system con- 
sists of a master station with invi- 
sible mounting bracket, two weather- 
proof door remotes, conductor cable 
and hardware. The list price is 
$49.95. 








Stamp Pads, ““Squeeze-Ink” 
Two new products, a stamp pad and ‘Squeeze-Ink’’ have been 
announced by the Faymus Division of Bankers & Merchants, Inc, 





More than 20 Standard body For hand-written records, Hano 3229 N. Sheffield, Chicago. 
forms and a low cost, semi- “Universal Throw” Refolder The new “Fabricuson” stamp pad combines a huge ink re 
custom (Han-o-Sav) list plus Registers in four popular widths, | serve capacity of foam rubber plus smooth, metered ink distribu- 
comprehensive Custom Register electric or manual; all-alumi- ; cloth. I : A amtiiueiil cme at ae 
lists with all standard punching num Portable registers and tion of cloth. It comes in a rust and scratch-proof case and retails 
lets you sell every user the “‘just pocket-size Porta-Paks, plus at 59 cents. 

right” form. cash drawer units. The other product is the new “Squeeze-Ink’”—a plastic bottle 


with ink that deposits the right amount of fresh ink on the pad and 
spreads it with a broad flat nozzle. A one-ounce bottle holding the 
ink sells for 49 cents. 








WMO dealers make profits! 


Because . . . with the Hano line you can always | Eien Mensfocturing Company, Cot- 
| umbus, Ohio, introduced a new line of 


_ Water Coolers 


sell the right form at the right price and deliver water coolers. The new Hot 'n Cold bot- 
at the right time. This is a Hano combination tle model with refrigerated compartment 
(which includes top quality, of course) that oe ace ae oe ond Ss eaten 
insures repeat orders . . . and profits. Get the It furnishes hot water for making 
facts . . . then judge for yourself. Plan now to instant coffee and other packaged bever- 
see Hano at the NSOEA Chicago Show or the 1 Parlier ppediagins escennaty wily set 


stainless steel top and comes in desert 
dawn. 





New York National Business Show. 









New! Ask for your copy of 
“Business Form Profits with 
Hano.” Dealerships open in 
South, Southwest and Midwest. 


Paper Tapes 

A complete line of pressure-sensi- 
tive paper tapes, marketed under the 
brand name of Shuford’s Shurtape 
has been announced by Shuford 
Mills, Inc., Hickory, N. C. 

Included in the line are general 
purpose, high temperature and stain- 
resistant masking tapes for general 
industrial use. The tapes are avail- 
able on both flat-backed and crepe- 
backed paper in widths from 4 to 
3-inches. 


COMPANY INC. 


MANIFOLD PRINTERS SINCE 1888 





General and Sales Offices: | Warehouse and Branch Plant 
HOLYOKE, MASSACHUSETTS MT, OLIVE, ILLINOIS 52 MODERN STATIONER, SEPTEMBER, 1956 
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now! a rine Flo-master 
FELT TIP PEN FOR EVERY USE! 


No matter what clientele you serve—industry, business, 
education, art, retailing or the home—you can now 
provide them with the perfect Flo-master Pen and Ink 
for their particular needs. With the Advanced, the 
Regular and the King Size Flo-masters, you have a 
complete, top-quality line to meet every demand... 
insure customer satisfaction every time. 


Flo-master Inks, too, are designed to meet every requirement: 


TRANSPARENT INK 


This is the finest ink ever invented for use in felt tip 
pens. It meets the requirements for general purpose 
marking—a clear, instant-drying, waterproof, non-toxic 
ink compounded with analine dyes and fine oils. Used 
for marking on any light colored surface. Available 
in 8 colors including black. 


OPAQUE — A pigmented, oil- 
based ink for use on any light 
or dark non-porous surface and 
certain other materials such as 
Tubber, glass and many plastics. 
More durable than the Trans- 
Parent Ink. Weather-proof, 
fast-drying, non-toxic. 10 colors 
including black. 


BRITE-LINE — For use in the 
Advanced Flo-master only —A 
clear dye, water-based ink for 
use on light colored paper or 
poster board. Non-penetrating, 
odorless, fast-drying, won't 
transfer to other surfaces (as 
do colored oil-based inks). 8 
colors & black. 2 oz. size only. 








FELT TIP PENS 


For additional information write to: 


CUSHMAN & DENISON MFG. CO., Dept. 1., 625 Eighth Ave., Now York 18, 


A Businesslike Approach to 
All Your Marking Problems! 


THE “CROWN LINE” OF MARK- 
ING DEVICES IS THE FINEST 
EVER MADE. Aggressive Dealers de- 

mand EXTRA QUALITY CRAFTS- 
MANSHIP « ECONOMY « EFFICIENCY 
FASTER DELIVERY « and HIGHEST 
PROFIT YIELD. These are the outstanding 
reasons why more prosperous dealers insist 
on the best... 


The CROWN LIME!” 


THE GOOD NEWS IS OUT!...no 
other marking devices compare with 
the highest standards established 
and maintained by CROWN. 
Why not make it your line? 








Write for 


terature On our 


complete CROWN line 


big! R. A. STEWART 
L——> AND CO., INC. 


80 Dvane Street 
New York 7, New York 











DISTINCTIVE 


SALES APPEAL 































































PENCILS 
Lustrous 
Chrome 
retailing at 
$3.75 no tax 
We amellem ait -te| 
retailing at 
$6.60 F.T.1 
14 kt gold filled 
fas relittale Meh] 


$8.75 F.T.1 


PENS 
Lustrous Chrome re 


tailing at $3.75 no 


tax 12 kt gold 
filled retailing at 
$6.60 F.T.1. 14 kt 
gold filled retail 
ing at $8.75 F.T.| 


Traditionally the leader in fine 
writing instruments, Cross con- 
tinues its pace-setting trends by 
offering quality merchandise at 
easy-to-sell prices. You can buy 
and sell Cross with complete con- 
fidence. Write for complete in- 
formation on the attractive new 
No. 46 display assortment, a 
package deal consisting of two 
free displays and an excellent 
selection of Cross merchandise. 


A.T. CROSS 


OM Pany 


FIFTY THREE WARREN STREET 
PROVIDENCE 7, R 1, USA 














The dates listed here may be of interest because they are a reminder of a specific 
event or because they suggest promotional tie-ins for stationers for sales, store events 
or window displays for the period covered. 


September 1-30 — Sons and Daughters 
Month. 

September 2 — Labor Sunday. 

September 2-6 Allied Gift and Jewelry 
Show, Hotel Adolphus, Dallas. 

September 2-9 — National Child Safety 
Week. 

September 3 — Labor Day. 

September 6 — Rosh Hashana 
New Year). 

September 9-13 — Boston Gift 
Hotel Statler. 

September 10-13 “Superama”’ Nation- 
al Super Market Non-Food Exhibit, 
New York Coliseum, New York City. 

September 15 — Yom 
Day of Atonement). 

September 16-19 Denver Gift and 
Jewelry Show, Hotel Albany, Denver. 

September 22 — Kids’ Day. 

September 23 — Gold Star 
Day. 

September 23-26 — Philadelphia Gift 


Show, Hotel Benjamin Franklin. 


(Jewish 


Show, 


(Jewish 


Kippur 


Mothers 


September 23-29 — National Dog 
Week. 

September 23-30 — Christian Education 
Week. 


Sept. 29-Oct. 3 — National Stationery & 
Office Equipment Association Annual 
Convention, Conrad Hilton Hotel, 
Chicago. 

Oct. 4-6 Canadian Office Machine 
Dealers Association Convention and 
Exhibit, Prince Edward Hotel, Windsor, 
Ont. 

Oct. 7-13 — Fire Prevention Week. 


Oct. 7-13 — National Letter Writing 
Week. 


Oct. 9-11 — Cincinnati Office & Business 
Equipment Show, Hotel Sheraton-Gibson, 
Cincinnati. 


Oct. 12 — Columbus Day. 

Oct. 14 — Men and Missions Sunday. 

Oct. 14 — National Grandparents and 
Grandmothers Day, Senior Citizens Sun- 
day. 

Oct. 14 — Temperance Sunday. 

Oct. 15 — Poetry Day. 

Oct. 15-19 — National Business Show, 
New York Coliseum, New York City. 

Oct. 15-21 — National Bible Week. 

Oct. 21-27 — Pass the Laugh Week. 

Oct. 21-28 — United Nations Weck. 

Oct. 24 — United Nations Day. 

Oct. 26-Nov. 26 — Jewish Book Month. 

Oct. 27 — Navy Day. 


Oct. 28-Nov. 4 — 
Youth Week. 

Oct. 28-Nov. 4 — Reformation Week. 

Oct. 31 — Hallowe'en. 

Nov. 1 — National Authors’ Day. 

November 1-30 — Religion in American 
Life Month. 

November 2 — World Community Day, 

November 4 — “Freedom of the Press” 
Sunday. 

November 6 — Election Day. 

November 10 — 4-H Achievement Day. 

November 11 — Veteran's Day (Former. 
ly Armistice Day). 

November 11-17 — American Education 
Week. 

November 11-17 — Optimist Week. 

November 15-December 31 — Christ. 
mas Seal Sale. 

November 18-24 — Children’s National 
Book Week. 

November 18-24 — 
America Week. 

November 22 — Thanksgiving Day. 

November 22-December 25 — World- 
wide Bible Reading. 

November 29 — Channukah, Religious 
(Jewish). Feast of Lights. 


National Catholic 


National Latin 








ql 


Fine Leather Desk Sets 
Pads and Accessories 


NEW CATALOGUE 


Stationers Specialty Corporation 
19 W. 21st St. New York 10, N. Y. 
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ACELINER ACE CLIPPER 


| 
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CE is well known the world over, as TOP 
QUALITY Stapling Equipment. This 
enviable reputation was won by building ma- 
chines, for over twenty-five years, that per- ; " 
form perfectly for all types of office and H th ONE T | t 
industrial uses. They are made with fine- ere S 3 op ud j y 
watch precision from finest materials. And 

year after year, for more than a quarter cen- . 

tury, this far better quality has resulted in | Th T A . t 
enthusiastic customer satisfaction and fast, | n e a S$ S U re $ a S 
profitable repeat sales for our dealers. You, 

too, can get a bigger share of the Stapling > 

Equipment business in your territory by fea- ro | 0 A e p e 0 Qj QS 
turing, and recommending the ACE Line 


above all others. Do you need additional stock 
or free advertising material now? 


Sold Through Dealers Exclusively! 


SEE THE COMPLETE ACE LINE AT THE N.S.0.E.A. 
CONVENTION, CHICAGO, SEPT. 29—OCT. 3rd | 





ACE FASTENER CORPORATION, 3415 NORTH ASHLAND AVENUE, CHICAGO 13 
CAMADA: CANADIAN STAPLES LTD. 6705 Upper Lachine Read, Montreal 28 © 258 Wallace Ave., Toronto 


























Made to order for your own 
Gift Wrap or for Resale 


Designed and made by 


ANNA HIRSCH 


1133 Broadway - New York 10. 

















Lt CARTON OPENERS 
ae STRING CUTTERS 
Write for literature and latest prices 
MODERN SPECIALTIES CO. 
4301 W. Ogden Ave., Dept. MS 
Chicago 23, Ill. 








RECOMMEND 
BEACH’S 
“Common Sense” 
EXPENSE BOOKS 


BEACH PUBLISHING CO. 


7338 Woodward Ave., Detroit, Mich. 








W-2 Business NOW Quick Results 


Write for samples, details. You accept 
orders. We do everything else under your 
name. Excellent profits. 


. Forms as revised May ’56 available 


APEX BUSINESS SYSTEMS 


Dept. MS, 540 Pearl St., N.Y. 7 BE 3-7133 











TICKET PUNCHES 


FOR EVERY PURPOSE 
Notching - Punching - Counting 


The Hogéson & Pettis Mfg, Co. 


141T Brewery St., New Haven, Conn. 








IMPORTANT NOTICE TO 
SUBSCRIBERS 
Four weeks advance notice and old address 


as well as the new, are necessary for change 
of subscriber's address. 


PRINT YOUR NAME AND ADDRESS 





56 




















MANUFACTURERS’ REPRESENTATIVE 
ALBUM LINE 


Are you selling Dept. Store Stationery 
Buyers, Stationery Stores and Gift Shops? 
Do you need one top flight easily han- 
dled line? Do you want to earn very 
substantial additional commissions start- 
ing first call? Could you write volume 
with brand new, modern designed, high 
quality Album and Scrap ook Line 
which has been deliberately planned, de- 
signed, priced, packaged and merchan- 
dised to outsell all others? If you are 
first class established salesman with thor- 
ough knowledge this business and cus- 
tomers needs we can prove above state- 
ments to you. Must be willing supply 
references as we are interested only in 
making permanent connections with Ri 
men. Established well rated firm. 

commission. Fully protected territory. If 
you qualify write for personal interview 
outlining exact territory covered and 
lines presently handled. Box 94, Modern 
Stationer, 405 East Superior Street, Du- 
luth 2, Minnesota. 10-56 


SALESMAN WANTED for quality line 
of Bridge Sets and related items. Excel- 
lent commissions. Please write stating 
other lines carried and territory coverage. 
Box 93, Modern Stationer, 405 East 
Superior Street, Duluth 2, Minnesota. 

9-56 


DEALERS WANTED—Rubber Stamps— 
24 hour service, request catalog and 
info. Universal Rubber re Co. 4718- 
18th Avenue, Brooklyn 4, N. 10-56 


SALES REPRESENTATIVES WANTED 
Manufacturer of novel, high quality, 
magnetic travel Checker-Chess Games 
seeks experienced salesmen covering Sta- 
ionery, Toy and Gift Dealer trades. Re 
plies strictly confidential. Box 95 Mod- 
ern Stationer, 405 East Superior Street, 
Duluth 2, Minnesota. 9-56 














An established and reliable manufacturer 
of a complete price line of foam rubber 
office chair cushions desires experienced, 
aggresive salesmen. Manufacturer does 
not object to other non conflicting lines. 


Straight commission basis. Box 84, 
Modern’ Stationer, 405 East Superior 
9-56 


Street, Duluth 2, Minnesota. 


SALESMAN WANTED 
Manufacturer of America’s Number One 
candidate for America’s next adult game 
craze and educational toys is seeking 
salesmen calling on stationery, book, de- 

artment stores, and other retail stores— 
‘op commissions paid—Choice territories 
open—Send all date about self, territory, 
and present lines. Box 97, Modern Sta- 
tioner, 405 East Superior Street, Duluth 2, 
Minnesota. 9-56 





FOR SALE 





OFFICE SUPPLIES, 
OMMERCIAL STATIONERY 
About e000 will buy established busi- 
ness fast growing Colorado city. Will 
gross $46,000 or more this year. Ex- 
cellent potential. Box 96, Modern Sta- 
tioner, 405 East Superior Street, Duluth 
2, Minnesota. 9-56 
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HAND DECORATED ifi d Ad . : 
PLACE CARDS Classified Advertisements | Index to Advertisers 
Deadline for classified advertisements 
is the fifteenth of the 2nd month preced- 
ing the month in which the magazine is —a 
issued. RATES: 12c a word. Minimum " 
Order: $3.00. Names and address are to Ace Fastener Corporation ..........._. 55 
be included in the count. Initials or sets All-Rite Pen, Incorporated _..... — 
of figures are to be counted as one word. American Crayon Company, The 38 
Angler's Products Company ..........._. 4) 
Apex Business Systems -..............._. 56 
HELP WANTED Apsco Products, Incorporated 15 
Bates Manufacturing Company, 
Very large assortment MANUFACTURER'S REPRESENTATIVE eto piace leriabtnseiog 4th cover 
r pane pple yey | mag - A — I Baumgarten, Fred ........................... 50 
en r ring binders, portfolios, an ofa 
CHRISTMAS - WEDDINGS - brief sy Exclusive territories avail- Beach Publishing Company ............_. 56 
ALL OCCASIONS able. Commission. Give details. Reuben Brett, Helen, Trade Shows ..............4] 
Co., Box 31, 555 W. Jackson Blvd., Chi- Brown, Arthur, & Brother 
cago 6, Ill. t-f : Y 4 » 
Bs _,, also ae |e ~0 
Original Gift Package Tie-Ons SALESMEN: year round side-line selling Bruelheide, R. W., and Associates, 
Christmas card Close-outs, Birthday, Get- Incorporated ................ 4 
for Lae nr en. | | DC DU Ue 
Christmas - Bridal - Everyday New York 13, N. Y. tf C-Thru Ruler Company, The ...........39 


Craftint Manufacturing Company, 
The 
Cross, A. T., Company ...................... 54 
Cushman & Denison Manufacturing 
Company ER 
Durand Manufacturing Compony . ...42 


Encores, Incorporated ........................ 44 
Esterbrook Pen Company, The _...... 35 
Faber, Eberhard, Pencil Company 
al ee eet ee 2nd cover 
Fastener Corporation -....................... 16 
Fisher Pen Company ........................ 40 
TEER 49 
Force, Wm. A., & Company, 
GEORNERS ................-..........ce 44 
Franklin Manufacturing Corporation ..34 
Gibson, C. R., and Company - _3 


Hano, Philip, Company, Incorporated 32 
Heines-Bruelheide Publishing 


Company, Incorporated ...... 34 
Higgins Ink Company, Incorporated .. 37 
aa ee 56 
Hoggson & Pettis Manufacturing 

Company, The ...........- <ieicncaiaea 56 
Holiday Paper Products _.................. 49 
Hunt, C. Howard, Pen Company ...... 50 
Indiana Cash Drawer Company ........40 


Jayem Sales Corporation 
Kem Plastic Playing Cards, 

SS | ea 43 
Ketcham & McDougall, Incorporated ..51 
Kingsley Stamping Machine 


a cceneacke nl eote 18 
LaSalle Products Company ................ 38 
Lindenware Company .............. — 36 
Masterpiece Studios -....................... 17 
Merriam, G. & C., Company ....3rd cover 


Modern Specialties Company ............ 5 
Muhlenberg Press 
Noesting Pin Ticket Company, 


SROOUMONEEOE q.....- 22 ccccccncecenevecesnssoll 43 
Norma Pencil Corporation ........... 47 
Northbrook Plastic Card ‘ 

Gemey ......................-<. ....9, 16, 1 
Nu-Art Engraving Company wovcea en 
Office Products, Incorporated _...........49 
Palmer-Pann Corporation _................- “ 
Paper Art Company, Incorporated _.....42 
Regency Thermographers .................- 37 


Roberts, Weldon, Rubber Company ....14 
Seal-O-Matic Dispenser Corporation ..45 
Smith, E. Errett, Incorporated ............37 


Stationers Specialty Corporation _....... 54 
Stewart, R. A., and Company, 
a 53 
Strathmore Company, The ...............- 51 
Victory Manufacturing Company .....- 39 
Volland, The P. F., Company ........ 6 
Write, Incorporated ......................-.-- 39 
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More and more dealers are capitalizing to 
the fullest extent on Merriam’s 125 years of 
business success by stocking and displaying 
Merriam-Webster dictionaries exclusively. 
They can do this for two reasons. 

Complete specialization in dictionary mak- 
ing by a permanent staff of experts gives 
Merriam continuous top quality. And one of 
the leading national advertising campaigns on 


Send for catalogue and discount schedule; 
also free promotion material. 










The POWER behind the sale... 


125 years 


of successful 
business 
experience! 





record assures unmatched public confidence 
in the Merriam-Webster brand name. 

You can save valuable store space and in- 
ventory investment — prevent customer confu- 
sion and lessen selling time — with a diction- 
ary policy of exclusive Merriam-Webster stock 
and display. Join the trend to greater sales 
and profits by offering your customers only 
the best ... Merriam-Webster dictionaries, 


Ki Mevuam-Webslii 


REG. U. S. PAT. OFF. 


G. & C. MERRIAM COMPANY, Springfield 2, Mass. 





BATES 
NUMBERING 
MACHINES 


BATES B-50 Exclusive inside 


movement, = 
STAPLER REFILL watchlike 
5000 rustiess Brass precision, dial setting 


staples each loading. and roller bearing action. 


BATES ag 
MODEL C STAPLER 
Makes its own staples. 
One loading—5000 staples. 


NEW! BATES ‘S56’ 
COLORAMIC STAPLERS 


Red, yellow, blue, grey, 
chrome for modern office 

BATES ss. decor. Long, low lines. 
CAVALIER LIST FINDER 


- The aristocrat of them all! Cordovan 
BATES ~ leather panel, gold il tooled 
SILENT STAMP PADS: oa tannins 
: Handsome modern 
Reversible, renewable \ finishes for home 
filler for long life,  \ and office. Holds 
clear impressions. é 
P : A «1400 listings. Ideal 
business gift. 





| BATES 
avromaric | . “ QUALITY 


ETER 











Feeds, . l 
inserts and means lasting 


crimps eyelets ; . 
in one automatic satisfaction bot! 


action. 


to the seller 
and user of 


Bates Products. 


BATES 
PERFORATOR STAPLE REMOVER 
Easiest action, Removes all sizes 
large waste container. 


of staples instantly 
Compact, economical. without tearing paper. 


————— 


BATES 


BATES “Se 

END-ICATOR the 

SUANDARD STAPLES BATES manufacturing co. 
Red staples give warning 

towards end of strip. Orange, New Jersey 

Save time andtemper. , New York Office, 30 Vesey Street, N.Y. 7 


hone — : 





